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GUARDIAN MANAGERS CONFERENCE 





NEW YORK—Emphasizing the im- 
portance of learning from experience, 
Chairman James A McLain of Guard- 
ian Life recalled some of the things 
that happened with the minimum 
deposit type of selling in the 1930s. 
Speaking at the conclusion 


Mr. McLain said: “I know that many 
general agents—good men represent- 
ing good companies—went broke in 
the 30s because they had sold heavily 
on that basis. We can never sub- 
scribe to any method of selling which 
holds such risks for you.” 

Mr. McLain also emphasized the 
value of experience in connection with 
inflation. 

Greatest Threat To The Economy 


“We've talked a lot about inflation 
at this meeting, because it is the 
greatest threat our economy faces to- 
day,” Mr. McLain said. “We in the 
Guardian know better than most what 
inflation really is. At the start of 
World War I we had offices in eight 
foreign countries. I can remember that 
in the early ’20s we decided not to 
send premium notices to policyholders 
in Germany and Austria, because the 
premiums we would have received 
were not equal to the postage needed 
to mail the notices.” 

Vice-president Daniel J. Lyons 
opened the meeting and introduced 
President John L. Cameron, who re- 
viewed the company’s 1958 results and 
congratulated the managers on ex- 
ceeding $200 million in ordinary sales 
for the first time in Guardian history. 
Turning to 1959, Mr. Cameron said, 
“In our business, one thing will need 
to be emphasized again and again, 
and that is belief in life insurance. 
We must not let ourselves fall for the 
long discredited arguments that if you 
put your money somewhere else, and 
if you earn a high rate of interest, 
and if the stock market dosen’t fall 
out of bed, and if tax laws stay the 
way they are, you and yours will have 
more dollars 20 or 30 years from now 
than you will by owning real life in- 
surance. 

Emphasizing his belief that continu- 
| ous inflation is not inevitable, and 


New York Leads In 
Dec. Ordinary Gains; 
Boston Ahead In ‘58 


New York led other major cities 
with a rate of increase in ordinary 
} Sales during December of 15%, top- 
pling Boston from the first place posi- 
tion it has held for several months. 
New York’s gain during the whole of 
1958 was 11%. Percentage gains in 
ordinary sales in December and during 
1958 for other large cities, respective- 
ly, were Boston -10 and 21%, Chicago 
4 and 1, Cleveland -5 and -1, Detroit 
2 and -6, Los Angeles -11 and 1, Phil- 
rms 5 and -2, and St. Louis -15 
‘} and -1, 











of | 
Guardian’s managers’ conference here, | 


Many General Agents Went Broke With 
Minimum Deposit In ‘30s, McLain Warns 


even unlikely, Mr. Cameron comment- 
ed on the life agent’s role. “Every 
day life insurance salesmen are help- 
ing to do something about inflation. 





James A McLain John L. Cameron 


Every policy sold which builds cash 
values helps accumulate capital to in- 
crease future production; it doesn’t 
go to bid up prices of a limited supply 
of existing securities or goods or serv- 
ices affecting living cost indices. 

“T feel that inflation fallacies under- 
lie what may be the most important 
problem the life insurance business 
has immediately ahead of it—how to 
deal with the evils attendant on the 
misuse of special policies with high 
early cash values.” 

After calling attention to the con- 

(CONTINUED ON PAGE 23) 


ALC, LIA Deplore 
Inflationary Virus 
In New Housing Bills 


WASHINGTON—A number of pro- 
visions in major housing bills current- 
ly pending in the Senate banking 
and currency committee have serious 
inflation potential, American Life Con- 
vention and Life Insurance Assn. said 
in a joint statement presented to the 
committee. Singled out specifically 
were provisions which would increase 
mortgage purchases from lending in- 
stitutions by Federal National Mort- 
gage Assn. and increase the lending 
authority of Veterans Administration 
under its direct home loan program. 

Instead of authorizing additional 
government funds for housing through 
these channels, the ALC and LIA 
statement said, action should be taken 
to permit interest rates on govern- 
ment-underwritten mortgages to move 
in response to. demand and supply 
forces operating in the capital mark- 
ets. This would assure an adequate 
flow of private capital funds into FHA 
and VA mortgages. In addition, the 
voluntary home mortgage credit pro- 
gram can do the job of meeting the 
needs of borrowers for mortgage credit 
in small towns and remote areas. 


Stress Insured’s Interests 


Emphasizing the concern of life 
companies in the stability of the fu- 
ture purchasing power of the policy 

(CONTINUED ON PAGE 23) 





1958 Life Production Records Are Given 


A. A. L. 


Eight million dollar producers helped 
boost Aid Assn. for Lutherans’ paid-for 
business to $212,424,126, an increase 
of more than 7% over 1957. 

The eight producers were Robert 
Shafer, Vincennes, Ind.; Ernest Weick, 
Twin Falls, Ida.; Ernst A. Schoenfeld, 
of Duluth, LeRoy Klemm, Wyckoff, 
N.J.; Vernon G. Taggatz, Eau Claire, 
Wis.; Gerald J. Deloye, San Gabriel, 
Cal.; Erwin H. Reinholtz, Lockport, 
N. Y., and George C. Douglas, formerly 
of Flushing, N. Y., now located in 
Chicago. Mr. Shafer led wih $1,- 
170,540. 

Leading all agencies was the Jack 
Hylton agency of Portland, Ore., with 
a volume of $7,782,040 paid-for busi- 
ness. 


AMERICAN FAMILY 


In its first six months of business 
commencing July 1, American Family 
Life had sales of $11,118,000, of which 
$8,022,000 was written by Wisconsin 
agents. The company, a wholly owned 
subsidiary of Farmers Mutual Auto 
of Madison, has been doing business in 
five states, but in 1959 intends to enter 
additional midwest territories. 


JEFFERSON STANDARD 


For the second consecutive year, 
James T. Comer, Charlotte, N.C., led 
Jefferson Standard’s field force in paid 
business. His 1958 total was $2,484,500. 

Mr. Comer, who is a CLU, has been 


with the Charlotte branch office since 
1939. 

Jack C. Eddy, district manager at 
San Diego, placed second in 1958 paid 
business. 

Leading agencies were Charlotte, 
N.C. with 1958 paid business of $18,- 
352,900, and Long Beach, Cal. 


KNIGHTS OF COLUMBUS 


Knights of Columbus added 14,269 
insurance members in 1958 for a re- 
cord total of 393,852. Associate mem- 

(CONTINUED ON PAGE 21) 


$525-$600 Million 
Seen As Yield From 
Modified Tax Bill 


Senate Even Colder Than 
House Toward Lessening 
Boost In Companies Levy 


WASHINGTON—Far from easing 
the half-billion-dollar tax jolt that the 
Treasury and ways and means com- 
mittee technicians have drafted for the 
life companies, the tinkering that the 
draft version has been undergoing is 
expected now to boost the take on 
1958 income from the earlier estimate 
of $500 million much closer to $600 
million. 

Action by the House ways and means 
committee was expected this week. If 
that schedule is followed, the House 
rules committee may well give its ex- 
pected green light by Feb. 15, fol- 
lowed quickly by House action. Feb. 
15 is the date at which the Mills sub- 
committee of the ways and means 
committee has been aiming for House 
action. 

The Senate finance committee is ex- 
pected to do little if anything about 
changing the House version of the bill. 
It is believed that any pressure in the 
finance committee would be in the di- 
rection of an even tougher bill, since 
the bill may be too mild to satisfy 
entirely certain members of the finance 
committee. 

The bill expected from the ways 
and means committee will make some 
changes from the draft bill which was 
described in THE NATIONAL UNDERWRIT- 
ER for Jan. 31. One of these would 
give companies a deduction from tax- 
able underwriting income of an extra 
10% of the year’s increase in reserves 
on non-participating business. Earlier, 
a 7% extra deduction was tentatively 
approved. 

The committee’s staff was instructed 
to draw up a proposal to exempt from 
tax the earnings on pension reserves. 
This would remove the unfair dis- 

(CONTINUED ON PAGE 22) 








YANKEE PITCHER Whitey Ford, a former employe of Equitable Society, 
demonstrates his baseball grip to James F. Oates Jr., president, as Joseph L. 
Beesley, senior vice-president, left, and Merle A. Gulick, vice-president, right 
look on. Mr. Ford, who is shown here during a tour of the home office, used to 
pitch for the Equitable team when he was a messenger in the group department 


headed by Mr. Gulick. 





Minimum Deposit 
Rules By Mid-March 
Now Less Certain 


NEW YORK—Prospects for promul- 
gation of minimum deposit curbs by 
mid-March seemed somewhat less sure 
after the first press conference of the 
newly appointed New York insurance 
superintendent, Thomas Thacher, this 
week. 

Mr. Thacher was asked if, in view of 
the many urgent matters facing him, 
it would be possible to meet the de- 
partment’s unofficial target date of 
the middle of March. 

“T will try,” he answered. “I don’t 
know if it can be precisely met.” 


Would Néed Draft In A Week 


The mid-March date for promulga- 
tion would mean getting out draft reg- 
ulations to the companies and field 
men by mid-February and scheduling 
a hearing for about March 1, thus al- 
lowing the recipients of the draft 
copies about two weeks for study and 
developing suggestions. 

Since Mr. Thacher would be directly 
responsible for the regulations, it means 
that no matter how much help he gets 
from his predecessor, Julius Wikler, 
who is staying on as a consultant, 
and from Assistant Superintendent Ju- 
lius Sackman, Mr. Thacher has to dig 
into the entire matter of minimum de- 
posit and decide whether he likes 
whatever ideas the other department 
people have in mind or whether he 
wants to do something different. 


‘Ran Out Of Folders’ 


That Mr. Thacher has found other 
pressing problems besides minimum 
deposit can be inferred from his jest- 
ing remark that every time a new 
matter comes up he makes a folder 
for it but found he was running out 
of folders. Luckily, however, he found 
that because of his innocence in the 
field of insurance terminology he had 
been making some duplicate folders, 
so he now has the number down to 
about 30. 

Mr. Thacher displayed a sympathet- 
ic interest in the problems of the self- 
employed in getting group insurance 
benefits comparable with those avail- 
able to employes. The department has 
a bill in the works that would broaden 
group insurers’ rights to write pro- 
fessional and homogeneous groups. 

Asked how many persons would be 
affected by such a change in the law, 
Mr. Wikler replied, “Many, many 
thousands.” Queried on his status as 
consultant, Mr. Wikler said it is “‘non- 
salaried—at my request.” 


Agents Sponsor Dinner 
For R.I. Commissioner 


An introductory dinner in honor of 
Hartley F. Roberts, new Rhode Island 
commissioner, will be held Feb. 9, at 
Sheraton-Biltmore Hotel, Providence. 
The dinner is being sponsored by 
Rhode Island Assn. of Insurance 
Agents. 


Ford Taft Of Wyo. Resigns 


The National Underwriter has been 
notified of the resignation, effective 
March 1, of Ford Taft as Wyoming 
commissioner. Mr. Taft will continue 
with the department as an examiner. 
His successor will be announced about 
March 1. 


HteNATIONAL UNDERWRITER 


Votes $395,000 For 
O’Mahoney Inquiry 


WASHINGTON—The_ Senate has 
voted $395,000 for the anti-trust and 
monopoly subcommittee to continue 
its inquiry into insurance under the 
guidance of Sen. O’Mahoney. Indica- 
tions are that marine, mail order, credit 
bureau operation, etc., will be taken up. 
But dates have not been set for resump- 
tion of hearings. 

The subcommittee staff indicated 
that presumably the results of the sub- 
committee’s questionnaire to state com- 
missioners would be released in some 
form. However, the matter has not been 
decided by the subcommittee. Sen. Kef- 
auver is chairman of the unit, but 
O’Mahoney has been conducting the 
inquiry. Kefauver said a report is be- 
ing prepared on the aviation hearings 
conducted last year. 


Offer Is Made To Merge 
Progressive Life Of Ga. 
Into Coastal States Life 


The executive committee of Coastal 
States Life of Atlanta has made a 
proposal to the management of Pro- 
gressive Life, also of Atlanta, for the 
acquisition and merger of Progressive 
into Coastal States. The offer will be 
considered by the companies, and di- 
rectors and will be submitted to their 
stockholders. 

Approval of the Georgia insurance 
commissioner also is required. 

Control of Progressive was recently 
acquired through Irvin T. Ragsdale, 
vice-president of Robinson-Humphrey 
Co. of Atlanta, for Phoenix, Inc. & As- 
sociates. John A. Copeland Jr. is presi- 
dent of Progressive. It has assets in 
excess of $6 million and about $100 
million in force. 

Coastal States became a stock life 
company in 1947, after eight years as 
a fraternal. Claude H. Poindexter is 
president. The company absorbed Co- 
lumbus National Life in 1957 and Hav- 
en Ins. Co. of St. Petersburg in 1958. 
Coastal States has more than $200 
million in force, assets of about $24 
million and an agency force in 19 
states. 

Progressive’s business is mainly in- 
dustrial and group. Coastal States 
Life, while operating an _ industrial 
division, has achieved its main ex- 
pansion in ordinary. It has also de- 
veloped a group organization in re- 
cent years. 


Republic National Carries 
On Despite Basement Fire 
In Home Office Building 


A fire which was confined to the 
basement area did considerable dam- 
age last weekend to the home office 
building of Republic National Life. 
Firemen who reached the scene about 
9 p.m. Saturday discovered flames in 
the basement of the building where 
all the electrical and heating equip- 
ment is housed. While the flames were 
kept in that area, smoke spread 
through the elevator shafts to nearly 
all sections of the building. 

There was no damage to any of the 
records and a clean-up crew working 
over the weekend was able to restore 
operations by Monday morning. 

Routine operations in departments 
concerned with the completion of the 
financial report as well as all produc- 
tion operations were already being 
carried on in normal fashion. 
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Insurance Securities Trust Fund 1958 Rep 
Shows Huge $356 Million Equity In Insurers 


Insurance Securities Trust Fund of 
Oakland, the largest holder of insur- 
ance stocks in the world, as of Dec. 31 
had assets of $356,871,238, a 59% 
increase in 12 months. 

The fund owns 5,755,743 shares of 
stock in 88 life, fire and casualty 
companies. Of the total, 25.3% is in 
life companies. The largest holdings 
are in Aetna Life, Continental Casual- 
ty, Continental Insurance, Home, Tra- 
velers, U.S.F.&G., and Hartford Fire. 
No single company represents more 
than 4.6% of the fund’s total assets. 

Purchases and sales of insurance 
stocks last year aggregated $40,249,- 
000 and $10,587,000 respectively. 


leading insurers can be seen from 4, 
tabulation below prepared by Tue y 
TIONAL UNDERWRITER. The fund app; 
ently has a self imposed limit of jy 
as a maximum holding in any 
company, but it has reached that lin; 
with a number of companies. 

Each of the 88 insurance holdings ¢ 


Insurance Securities is listed in 43 


accompanying table. Following 


name of the insurer is the number di 
shares of stock outstanding in thy 
company, then the number of thoy 


shares held by Insurance Securiti« 


then the percentage of the total shar: 


the Insurance Securities holding repp. 
sents, and finally the market value ¢: 


The highly significant role Insurance 
Securities plays as a stockholder of 31. 


Insurance Securities’ Holdings Shown 


Insurer 


Aetna Casualty 

Aetna Fire 

Aetna Life 

American Equitable 

American Ins. 

American Motorists 

American National 

American Re 

American Surety 

Anchor Casualty 

Bankers & Shippe: 

Beneficial Standard. “Life 

Boston Ins. 

Business Men’s Assurance 
lif.-Western States Life 

Columbian Natl. Life 

Commonwealth Life 

Conn. General Life 

Continental Assur. 

Continental Cas. 

Continental Ins. 


Employers Reins. 
Federal 

Fidelity & Deposit 
Fidelity-Phenix 
Fireman’s Fund 
Franklin Life 
General Re. 

Glens Falls 

Globe & Republic 
Government Employees 
Great American 


Hanover 

Hartford Fire 
Hartford Steam Boiler 
Home Ins. 

Ins. Co. of No. Amer. 
Jeff. Stand. Life 
Jersey 

K. C. F. & M. 
Kansas City Life 
Life & Casualty 

Life of Virginia 
Lincoln Natl. Life 
Maryland — 
Mass. Bondin, 

Mass. Indem. “ Life 
Mass. Protective 
Merch. & Manuf. 
Merchants Fire, 
Monumental Life 
National Fire 
National L.&A. 
Natl. Union Fire 
New Amsterdam Cas. 
New Hampshire Fire 
N. Y. Fire 

North River 
Northern, N. Y. 
Northwestern Natl. 
Nw National Life 
Ohio Casualty 
Pacific Employers 


N.Y. 


Pacific Indemnity 
Pacific of N.Y. 
Peerless 

Phoenix, Conn. 
Provident L.&A. 
Reliance 

Republic 

St. Paul F. & M. 
Seaboard Surety 
Security, New ee 
Southwestern 
Springfield F.&M. 
Standard Accident 
Travelers 

Trinity Universal 
U.S.F.&G. 

U. S. Fire 

U. S. Life 
Washington National 
West Coast Life 
Westchester 
Western Casualty 


Insurance Securities holdings as of De 





hares Shares % 
Fo Owned Owned 
1,400,000 82,475 5.9 
1,000,000 100,000 10.0 
3,000,000 68,425 2.3 
3,000,000 30,000 1.0 
4,149,000 414,900 10.0 
1,333,333 +720 1.8 
30,000,000 121,061 0.4 
800,000 2,960 4.1 
1,200,000 120,000 10.0 
110,000 3,650 3.2 
150,000 15,000 10.0 
2,038,094 86,740 4.3 
1,000,000 100,000 10.0 
2,000,000 44,087 2.2 
746,893 44,269 5.9 
250,000 2,160 0.9 
2,000,000 76,700 3.8 
1,200,000 17,180 0.4 
,600,000 1,338 0.2 
2,917,595 147,400 6.7 
20,910,594 266,590 1.3 
r 40,000 6.6 
3,089,160 175,010 5.7 
400, 40,000 10.0 
4,000,000 77,990 1.9 
3,000,000 167,820 5.6 
4,097,460 36,320 0.9 
726,000 1,995 1.6 
1,300,000 116,800 8.9 
200,000 18,440 9.2 
1,334,570 31,300 2.3 
2,868,700 208,355 7.3 
300,000 16,991 5.6 1,444.38 
2,200,000 7,906 3.1, (655.2 
500,000 50,000 10.0 1813 
2,500,000 75,460 3.0 14,111, 
300,000 30,000 10.0 3,675 
4,000,000 306,970 7.6 14,178! 
5,344,462 61,755 1.2 303.8 
2,500,000 25,800 1.0 ; 
150,000 5,000 10.0 570 
100,000 10,000 10.0 
40,000 2,598 6.5 
5,000,000 49,150 0.9 
1,248,000 24,860 2.0 
2,000,000 23,420 1.2 
2,072,936 190,045 9.2 
500,000 37,590 7.4 
400, 38,830 9.7 
1,800,000 15,185 8.4 
250,00 18,745 7.5 
600,000 52,780 8.8 
800, 15,300 1.9 
500,000 50,000 10.0 
3,000,000 14,520 0.4 
600, 60,000 10.0 
500, 50,000 10.0 
400,000 40,000 10.0 
200,000 14,885 7.4 
800,000 68,420 8.5 
580,800 2,880 0.5 
320,000 21,200 6.6 
220,000 6, 3.2 
2,000,000 108,160 5.4 
400, 29,725 7.4 
240,000 24,000 10.0 
0 20,000 10.0 
,000 55,000 10.0 
1,000,000 60,145 6.0 
82,445 5,890 0.6 
761,600 76,160 10.0 
10,000 535 9.1 
4,093,386 152,050 3.7 
,000 ,000 10.0 
318,254 31,294 9.8 
750,000 45,545 6.1 
2,000,000 116,050 5.8 
492,626 49,250 9.9 
10,000,000 154,175 1.5 14; 
500, 37,285 7.4 
2,048,773 171,495 8.4 1 
2,100,000 134,300 6.4 
1,100,000 28,750 2.6 
2,000,000 ,450 0.2 
400,000 23,105 5.8 1.003 
1,000,000 95,570 9.5 0 
500, 500 9.3 2,178 
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A. DoNALD MurRPHY 


With no previous sales 
experience Don Murphy 
signed his Franklin 
contract at age 23. His 
only previous business 
experience had been 
with a creamery and the 
Pacific Telephone and 
Telegraph Company. 


Here is a record of his 
earnings during the past 
four years. 


WEP esis sin aes $ 5,788 
LULL aero aire e 9,587 
BOGR fies ene 6/3 13,838 
LC SAM arr 14,000 
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Ho. previous experience . . . 


Santa Ana, California 
January 5, 1959 

Mr. Eric Joel, General Agent 

Franklin Life Insurance Company 

Santa Ana, California 


Dear Eric: 


There were doubts in my mind when I signed my Franklin con- 
tract, due largely to my age. I was 23 and had no previous selling 
experience. 


As you recall, my first 12 months were part-time. During this 
period I decided that I could succeed in the life insurance business 
for I saw the wide acceptance of Franklin exclusive savings plans 
by those upon whom I called. 


Since I have been a full time Franklinite, many wonderful things 
have happened to my family and me. Accelerated income, year by 
year, far beyond my expectation with approximately $14,000 in 1958 
and an anticipated $16,000 or $17,000 in 1959. By reasonable projec- 
tion of future earnings due to renewal income, larger clientele and 
a growing knowledge of the business, I expect my annual income 
to be $25,000 or more within the next four years. 


In addition, the enjoyment of a company convention, attended with 
my wife, regular sales seminars and company sales contests, all tend 
to increase my incentive. My most prized possession is a handsome 
Omega watch, an award for producing 60 paid sales within 60 calen- 
dar days. 


On top of all this, my Franklin Life franchise permits me to set 
my own pace and growth pattern with no outside interference or 
dictates. 

All of these things could not have been possible without the 
support of our Home Office, plus assistance at the local level. But 
most important has been the salability of our exclusive Franklin 
plans. A large part of my clientele was attracted by the unique 
features contained in the President’s Protective Investment Plan, 
Junior Insured Savings Plan and our new Family Plan. 


I am looking forward to many happy, successful years. 
Sincerely yours, 


Don Murphy 


An agent cannot long travel at a faster gait than the company he represents! 








The Friendly 


CHAS. E. BECKER, PRESIDENT 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
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SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 





Over Three Billion Dollars of Insurance in Force 
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Housing Legislation Proposals Laudable 


But Don't Adopt Them 


WASHINGTON—Although the life 
insurance business endorses the broad 
social objectives of housing legislation 
now being considered by the housing 
subcommittee of the House banking 
and currency committee, it has serious 
reservations as to the present econ- 
omic soundness of the proposed legis- 
lation, Carrol M. Shanks, president of 
Prudential, told the subcommittee at a 
hearing. 

Speaking on behalf of American Life 
Convention and Life Insurance Assn., 
Mr. Shanks said that because of the 
present high rate of housing construc- 
tion and’ the high level of general 
business activity, a strong stimulus to 
housing through additional federal 
funds would result in a_ substantial 
rise in housing costs and the general 
price level. It is important, he said, 
that during this period of strong 
business recovery federal spending 
should be held within present levels, 
without the creation of new money 
through deficit financing. 


Now, Shanks Urges 


“We support strongly the broad 
social objectives in these bills,” Mr. 
Shanks said. “Certainly the govern- 
ment and private business must strive 
to provide conditions under which 
American families can better their 
housing standards at prices they can 
afford. Despite the unprecedented 
growth in home ownership in this 
country since the war, there is still 
plenty of room for further sound 
growth and improvement in the hous- 
ing field, especially with the increase 
in family formations ahead of us 
in the next decade... .” 

However, Mr. Shanks continued, “we 
have serious reservations about the 
economic soundness of some of the 
provisions in the legislation before this 
committee, especially those calling for 
substantial claims on the federal bud- 
get in fiscal 1960.” 

“The nation’s housing objectives 
cannot be considered in a vacuum,” he 
said. “Economic growth means not 
only expansion of housing; it also 





6 POINTS TO REMEMBER... 


. .. When you are writing those tough life cases. 
Here are six of many reasons why Manufacturers 
Life can help you place a maximum amount of 
business with a minimum of time and trouble. 
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Older ages—select lives 
to age 80. 
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$25,000 minimum 
Preferred Whole Life. 
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means expansion of our business and 
industrial system, expansion and im- 
provement of our school system, high- 
ways, and other public works, and 
growth in other capital goods. In 
addition, the federal government has 
been required to undertake heavy 
commitments in the field of national 
security and foreign economic aid and 
development, not to mention many 
domestic commitments. The only truly 
effective way to finance economic 
growth and government spending is 
from our national savings and tax 
revenues.” 

Mr. Shanks said that since the low 
point in the short business recession 
reached last spring, “an excellent re- 
covery has been achieved and the 
national economy is expected by near- 
ly all economists to move on to new 
all-time highs during this year. Cer- 
tainly, if through excessive federal 
spending newly created money is 
poured into the nation’s spending 
stream this year, it will act only to 
drive up the prices of goods and 
services that anyone buys, especially 
the price of houses.” 


Recent Recovery Strong 


Mr. Shanks pointed out that the 
housing field has experienced a strong 
recovery during the past. several 
months: 

“Private non-farm housing ‘starts’ 
last December had already risen to an 
annual seasonally adjusted rate of 
1,430,000, the highest monthly rate of 

(CONTINUED ON PAGE 23) 


McCallion Chairman 
Of N.Y. State Bar's 


Insurance Section 


NEW YORK—Harry J. McCallion, 
associate general counsel of New York 
Life, was elected chairman of the in- 
surance section of New York State Bar 
Assn. at its annual meeting here. Mr. 
McCallion succeeded Leonard M. Am- 
dursky, Oswego attorney. W. Clyde 
O’Brien, Rochester attorney, was 
named vice-chairman, and Fred S. 
Benson of the Kemper group was 
elected secretary. 

More than 250 attended the session, 
which featured two panels on casualty 
subjects. Mr. McCallion said the sec- 
tion will hold two upstate regional 
meetings this year. In addition, the 
innovation of having a reception and 
dinner the evening before was such a 
success this year that it is expected to 
be continued. Distinguished members 
of the bar and judiciary were guests, 
as were members of the press. Past 
chairman of the section were hon- 
ored with plaques, including Daniel J. 
Reidy, vice-president and_ general 
counsel of Guardian Life. 


New N. Y. Superintendent A Guest 


At the annual luncheon, Thomas 
Thacher, the new superintendent, and 
Julius Wikler, his predecessor and cur- 
rently consultant to the department, 
were guests. Mr. Thacher said “This 
is a dynamic business populated by 
some of the friendliest people I have 
ever met.” The department, he ob- 
served, is almost 100 ‘years old. It has 
“an incredibly good staff,” many mem- 
bers of which could do better finan- 
cially elsewhere. 

As he sees it, the purpose of the 
superintendency is to assure that at 
all times insurers are able to honor 
their obligations to the public; to see 
to it that these obligations are fairly 
and promptly discharged; and to be 
certain that insurance is available 
where it is needed, at the lowest cost 
commensurate with a proper return. 
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Special 15-Year | tru 
NQA Trophies To } But 
Awarded This Year J ya: 
A special national quality aya ruled 
trophy for 15-year qualifiers wil] \§ first ! 
available for the first time in 95 the rig 
This is the 15th year for NQA in 4 & Cas 
United States. In Canada it wil] pi trustee 
15 years old in 1960. beth 
The trophy is a large gold-finishsl aunt. | 
“Q” standing upright on a wood ualty. 
base, with a metal plate carrying 4 The 
winner’s name and the year. An gf sale of 
fachable cast medallion denotes {J stock 
number of years qualified. In yea magna 
16 to 20 it is planned to award the ap!) shares 
propriate medallion, which the quajJ had co 
fier may attach to his trophy. Tye pecaus 
sponsoring committees feel that thé 102,909 
trophy is “dignified, of the best qual.) at the 
in the 
Young’ 
Howe 
the tru: 
al 17,06 
fulfill t 
Limitat 
The 1 
tors of 
Chance! 
43000 she 
had sti 
trustees 
a stock w 
my deat 
When 
40s she 
of whic 
ministre 
Chanc 
rulings: 
—The 
into the 
ity possible, and is symbolic of th as it is 
achievement,” and they say it is suit hibition 
able for display either in a homes 
office. Additior 
Present At Meetings —The 
The trophies will be presented # of L&C. 
only to 


meetings of local life underwriter ; 
sociations when NQA certificates a 
plaques are awarded. Charles C. Joh 
son, assistant superintendent of ager 
cies of London Life, is chairman ¢ 
LIAMA’s quality business of NAL 
headed by Robert W. Frye, No 
western Mutual, Denver. 

A letter to cooperating companit 
announcing the trophy points out th 
recognition for individual, high-levig chaser. 
performance is one of the most effeg —The 
tive lapse-prevention tools. The 2 
tional quality award in the Unite 
States is sponsored jointly by NALIj agreemer 
and LIAMA. Under 













im of Life é 
Mich. Blue Cross Ceiling 
= a y and 
Plan Made “Experimenta 

Michigan Hospital Service (Bl 
Cross) has decided to make the exis lev 
ing ceiling payment scale _ instituted] 
recently an experimental program INST 
rather than a permanent one. ; 

The trustees voted to limit the cal 
ing payment plan to one year, with 
reappraisal of the situation at the «ll L 
of that time to determine its effective | 
ness. ‘ 

In an earlier report on the cell | 
plan, it was stated that the board \Carty 
Michigan Hospital Service had i } 
ceded that the 1958 ceiling ™ B 
“resulted in such a hardship to s#lt 
hospitals that they faced virtual 
ruptcy, or sharp curtailment of sj |WAbas} 
ices.” 

This was an incorrect report. The You 
was no such statement by any me 

aa 








ber of the board. 


ary 7, 195 


february 7, 1959 
ir 
. LO Be 
Year NASHVILLE—Chancellor Lentz has 
ality awe ruled that Paul Mountcastle and the 
iers will yi First National Bank of Nashville have 
ne in 19am the right to sell 682,356 shares of Life 
NQA in thie & Casualty stock that they hold as 
it will watrustees under the will of Mrs. Eliza- 
Bpeth S. Young, Mr. Mountcastle’s 
old-finishell unt. He is chairman of Life & Cas- 
Q Wwoodggualty, ; : 
arrying ty) The ruling, in connection with the 
ear. An gf sale of 1.2 million shares of L. & C. 
denotes thy stock to Clint Murchison, Texas oil 
d. In yeay: magnate, leaves the trustees 17,000 
rard the ay) shares short of the 700,000 that they 
1 the quali! had contracted to sell Mr. Murchison, 
rophy. The because the chancellor ruled that the 
el that the 102,909 shares that Mrs. Young owned 
> best qual at the time of her death must remain 


‘in the trust under the terms of Mrs. 
Young’s will. 
However, Chancellor Lentz ruled that 
the trustees can purchase the addition- 
}.] 17,000 shres on the open market to 
fulfill their contract. 


Limitation In Will 





The trustees, who also were execu- 
tors of Mrs. Young’s will, had asked 
| Chancellor Lentz to approve the 700,- 
000 share sale although Mrs. Young 
had stipulated in her will that the 
trustees “are not to dispose of any 
@ stock which I may own at the time of 
my death.” 

When Mrs. Young died in the early 
#40s she owned 113,909 shares, 11,000 
of which were sold to pay debts, ad- 
ministrative expenses and taxes. 

Chancellor Lentz handed down these 
rulings: 

—The trustees’ action in entering 
into the contract is approved, insofar 
as it is not inconsistent with the pro- 
hibition of the will. 


Additional Shares Unaffected 






olic of th 
r it is suit 
a home o 


—The prohibition against the sale 
of L.&C. stock in the will is applicable 

















resented # 
write only to the shares owned by Mrs. 
ficates aig \OUng at the time of her death and 
os C. Jomg the additional shares owned by the 
t of age trustees are not subject to the pro- 
rairman di hibition. 
of NAL —The complainants as trustees un- 
ye, Nort der the will are owners of 785,265 
shares of the stock. 
company —All rights, authorities and powers 
ts out thas to vote may be conveyed to the pur- 
high-levag chaser. 
most effe yrthe defendant, Life & Casualty, 
. The neg is authorized to transfer stock held in 
he Unitelg trust in accordance with the purchase 
by NAL agreement and the decree of the court. 
Under the contract, 700,000 shares 
of Life & Casualty stock held in Mrs. 
ling 
\ — 
nental’ : 
rice (Blue i a 
the exs-]{ Levering Cartwright 
instituted] ( 
program 
_ nel | INSURANCE STOCKS | 
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Dar, ral ‘ 
at the Tae) ye ' 
. effective: Life-Fire- Casualty 
‘ 
the ceiling } 
> board 4 Cartwright, Valleau & Co. 
had cot Members Midwest Stock Exchange 
a ba Board of Trade Building , 
tual bank Chicago 4, Illinois 
it of sed |WAbash 2-2535 Teletype CG1475 
ort. Ther4 You may telephone orders collect. 
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| trustees Limited On Sale Of L. & C. Shares 
But Can Buy Enough More To Meet Contract 


Young’s trust were to be sold to Mr. 
Murchison, together with 300,000 
shares owned by the interests of Guil- 
ford Dudley Jr., L.&C. president, and 
200,000 shares held by the interests of 
P. M. Estes Jr., a director. 

The price set in the sale contract, 
signed early last fall after long negoti- 
ations, was $33.33 per share for a total 
of 1.2 million shares. This would 
make the transaction a $40 million 
deal, the second largest of the kind 
ever completed in Nashville. 

The case will go to the appeals court 
and eventually to the state supreme 
court so that the eventual decision 
will be irrevocable. 


Miss Mae McDaniel, assistant pur- 
chasing agent at Americo7n United 
Life, has been elected president of the 
company’s 20-Year Club for 1959. 
Herman T. Cox is the new vice- 
president, and Miss Margaret Ray and 
Ralph W. Caldwell were reelected 
secretary and treasurer, respectively. 


Members Of NALU 
Convention Program 


Committee Named 

William S. Hendley Jr., Mutual of 
New York, Columbia, S. C., and chair- 
man of the convention program com- 
mittee of National Assn. of Life Un- 
derwriters, has completed the com- 
mittee. 

Members are Thelma R. Davenport, 
Northwestern Mutual, Washington. 
D. C.; John C. Donohue, general agent 
of Penn Mutual, Baltimore, and for- 
mer NALU trustee; Spencer L. Mc- 
Carty, Provident Mutual, Albany, and 
managing director of New York State 
Life Underwriters Assn.; R. L. Mc- 
Millon, district manager of Business 
Men’s Assurance, Abilene, and 1957-58 
chairman; E. C. Schroder, district man- 
ager of New England Life, Appleton, 
Wis., and Earl M. Schwemm, manager 
of Great-West Life, Chicago. 


Indiana Home Office Underwriters 
Assn. will hear Dr. Don T. Wolfram, 
medical director of Jefferson National 
Life, speak on “Diabetes”? at the Feb. 
11 meeting at Indianapolis. 


5 
N. J. Court Rules 
No Tax On Retunded 
Annuity Premiums 
TRENTON—New Jersey supreme 


court has ruled that the state is not 
entitled to collect $269,372 from Pru- 
dential and Equitable Society in an- 
nuity consideration taxes levied 
against certain premiums paid under 
individual and group annuity con- 
tracts. 

The two life companies contended 
that the premiums in question were 
not taxable because they involved re- 
funds by the companies to the an- 
nuitants. The state’s position was that 
the funds were taxable as “cash sur- 
render values,” a term which the in- 
surers said applied only to regular 
insurance policies. 

The action covered the period 1944- 
55, with Prudential being assessed 
$160,463 and Equitable $108,909. 

The supreme court, in an opinion 
written by Justice Burling, stated that 
the term “cash surrender value’ was 
meant by the legislature to apply only 
to regular insurance policies and, 
therefore, the monies refunded under 
the contracts were not taxable. 








Flexible-Age Retirement 


With Lincoln National’s flexible-age 


















to present it. 


its fieldmen. 


The 


retirement plan, the policyholder does 
not set the maturity date when buying 
the policy; he can wait and make his 
decision much later. Naturally, clients 


like this feature, and LNL agents like 


Lincoln National’s flexible-age re- 
tirement plan is another reasen for cur 


proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 


See ‘‘Meet Mr. Lincoln’’ on 


NBC-TV February 11, 1959 














Minnesota Mutual 
Advances Several 
At Home Office 


Minnesota Mutual Life has promoted 
David P. Cartwright to underwriting 
officer, Frank T. Somers to associate 
underwriting officer, Emmett Harris 
to financial secretary, Edwin A. John- 
son to treasurer, and Willis J. Lutz to 
associate actuary. 

Mr. Cartwright, with the company 
since 1939, and Mr. Somers, who joined 


HieNATIONAL UNDERWRITER 


the company in 1931, have been assist- 
ant underwriting officers since 1953. 
Mr. Harris went with the company in 
1936 and prior to his promotion was as- 
sistant treasurer. Also an_ assistant 
treasurer until his present appoint- 
ment, Mr. Johnson has been with the 
company since 1926. Mr. Lutz joined 
Minnesota Mutual in 1948 and became 
actuary in 1954. He is a fellow of So- 
ciety of Actuaries. 

In other home office promotions, 
Minnesota Mutual has advanced Freda 
A. Blum to assistant underwriting 
officer, John Larson to assistant super- 


intendent group sales, Ray E. Foster, 
Roger W. Kuehn and R. W. Rapp to 
agency assistants, and Robert Hasling 
to attorney. 


Kelly Of S. C. To Retire 


R. Lee Kelly, South Carolina com- 
missioner, has indicated that he intends 
to retire when his term expires June 
30, 1960. He said in a talk at York 
County Assn. of Life Underwriters in 
Rock Hill, S. C., that he hoped to get 
some of his legislative proposals 
through before he retired. 
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at insured’s age 65. 


paid up. 


of insured parent. 
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ASSURANCE COMPANY 


Home Office: Worcester, 


STATE MUTUAL LIFE 





Children 


This policy is the answer to heretofore neglected fam- 
ilies in the family market where only one parent and 
his or her dependent children are to be insured. It 
covers a wide variety of family situations — where one 
parent cannot be insured, chooses not to be, is deceased 
or where a divorce situation exists. 


Some Sales Highlights of this Policy 


@ For parents, issue ages 18-50, and dependent children, ages 15 
days to 18th birthday, protection is available in 1, 114, 2, 2% 
and 3 units. Each unit provides $5,000 Whole Life insurance on 
parent; $1,000* Term on each insured child, which terminates 
on policy anniversary nearest age 25 or policy anniversary nearest 
insured parent’s 65th birthday, if sooner. 

*$250 from age 15 days to 6 months 


@ Premium independent of the number of insured children. Reduces 
@ At death of parent, existing Term coverage on children becomes 


@ Conversion privilege for insured children up to 5 times amount 
of expiring Term insurance, without evidence of insurability. 


@ Accidental Death Benefit and Waiver of Premium Disability 
Benefit, as provided in the policy, automatically included on life 


@ Family Income, Supplemental Level Term and Guaranteed Insur- 
ability Riders available on life of insured parent. 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


Please send me full information about your new 
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80% Of Companies 
In LIAMA Survey 
Boost Sales Goals 


Life insurance goals for 1959 », 
higher than those set for 1958 in mp 
than 80% of the companies rep} ing 
to a recent survey of LIAMA. yj, 
out of 10 of the ordinary compan 
sales executives and seven out of jj 
combination company agency Officer; 
replying to the survey indicated » 
anticipated increase in sales this yey 
The increase most frequently men. 
tioned was 10% among the 140 cop. 
panies participating in the survey, 

The No. 1 problem facing the lit 
insurance business in 1959 is map. 
power, the sales executives said. Othe’ 
frequently mentioned problem areas 
include unsound merchandising ay 
competition (i.e. “volumitis,” twisting 
and proselyting); abuses of the min. 
mum deposit and bank-loan play 
prospect of increasing taxation; persis 
tency and conservation; and _inflatig, 

Pre-contract training is going to}; 
increasingly emphasized by 91 of th 








companies replying. More attentin 
will be given to this measure in 19) 
than to any other particular develop. 
ment. 


Most Write Family Plan 


A large majority of the companig 
(85%) are already writing a fami) 
plan policy or rider and seven mor 
companies will introduce such a pla 
in 1959. 

Pre-authorized check plans will 
adopted by 16 more companies bring 
ing to 108 the number of companig 
having such a plan. 

Of the 104 companies replying, §} 
now offer premiums graded by size o 
policy, but 20 more companies wil 
join their ranks in 1959. 

A guaranteed purchase option wil 
be offered by 55 of the companies by 
year’s end compared to 19 now issuing 
the option. 

About a third of the 104 compania 
intend to go after brokerage busines 
more aggressively than previously. 

Honor club and convention qualifi- 
cations will continue to increase in 
1959, particularly among the larg 
ordinary companies. In companies 
with more than $1 billion of ordinary 
in force, six out of 10 plan to rai 
their qualifying levels and in the con- 
panies with less than $1 billion in 
force, four out of 10 ordinary and thre 
out of 10 combination companies in- 
tend to raise their requirements in 
1959. 

Increased advertising expenditure) 





are anticipated by 48 of LIAMA men-) 
ber companies. The “under $1 billion’ 
companies lead the trend, with 42%" 
upgrading their advertising budgets, 
while 20% of the larger ordinary 
companies and combination companies 
plan to spend more on advertising in 
1959 than in 1958. 


GAMA Formed At Trenton 


The 150th local General Agents & 
Managers Assn. has been formed at 
Trenton by General Agents & Mal- 
agers Conference of National Assn. 
Life Underwriters. 

Officers of the association at 
Thomas M. Miner, Penn Mutual, pres 
ident; Charles H. Althoff, Prudential, 
vice-president, and William Golderet, 
Retail Credit, secretary-treasurer. 

Directors elected are Paul Comegys 
Northwestern Mutual; Harry Rite 
Colonial Life; Russell M. Steele, Pr- 
dential; Marvin Gandelman, Midlani” 
Mutual: Robert Snowden, Metropolitan; © 
Mr. Althoff and Mr. Golderer. ra 
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ah, |On Intra-Indust 
alg | On Intra-indusiry 
4 1959 a =the following is the first portion of 
958 IN mor an article written for the Life Insur- 
cS Teplying ince Advertisers Assn.’s recently pub- 
AMA, Nin lished book, “Public Relations for Life 
‘Y Company Insurance Companies,” which carried 
1 Out of yj the article in condensed form. The 
Icy Officer) maining portions of the article will 
dicated 5 appear in subsequent issues of The 
S this yer) National Underwriter. 
ently mer. 
€ 140 cop. By ROBERT B. MITCHELL 
ne the Life insurance executives rise to the 
9 is nie top by being constructive, creative, 
Said. Othe cooperative, imaginative and industri- 
Dlem are, ous much more than by being crafty, 
dising ay scheming, callous and combative. So 
,? twisting it’s not surprising that most of them 
* the min.) do a pretty good job of intra-industry 
oan plan public relations without. making a 
ion; persi| major project of it—or realizing how 
d inflatig | much more it could do for their 
foing to} companies if they did make a major 
91 of thy, project of it. aig 
attentio, Nearly everybody likes to live in an 
ire in 19) atmosphere in which they’re liked and 
r develop. respected, instead of being distrusted 
and looked down on. But what other 
reasons are there for wanting to stand 
well in the life insurance business? 
companis|| What difference does it make what 
"a family} your competitors think of you? They’re 
ven moni} not going to buy any insurance from 
ich a plajy you, are they? 
1s will kj) No Chance For Sales 
wes bring No, they’re not going to buy any- 
Compani«) thing. But your reputation in the 
: business can make quite a difference 
ply ng, 8) in your company’s prosperity, even 
by sizeo!) though you can’t point to a particular 
anies Wil! qollar of income and say, “This came 
: | from doing a good job of intra-indus- 
tion will) try public relations.” 
panies ty} ~—s9 why is intra-industry PR impor- 
Ww issuilg) tant? And if it is, how can it be 
: handled so as to bring maximum 
ee results from efforts expended? What 
iowa techniques have proved to be the most 
, qual. effective? k ; 
rresedik There are some non-competitors in 
he larg the business who are important to 
ompanis your company—for example, _LIAMA 
ordisik staff members—but mainly intra-in- 
toa = dustry PR is your relations with your 
the eae bn: sooaga and everybody who works 
ae or them. 
ey “What difference can it possibly 
anies ae make what our competition thinks of 
neo us?” you could well ask. “They’re 
going to think the worst of us, anyway, 
enditure | piling bother trying to impress 
el But what your competitors think of 
ith 42% ' you can affect your company in sever- 
budgets al important ways. Suppose, for ex- 
ordinary ample, that an agent of that revered 
smpanies institution, Ajax Life, is soliciting one 
tising in of your company’s policyholders. The 
policyholder mentions that he is con- 
sidering buying a policy from an agent 
of your company. What does your 
renton competitor’s agent say? 
gents & “Never heard of it!” he’ll say with 
rmed at the utmost sincerity and conviction, 
¢ Man- if he hasn’t heard of it—or if he’s not 
Assn. of 00 scrupulous and thinks the com- 
pany is so little known that he won’t 
yn are be thought a liar or an ignoramus for 
1, pres denying knowledge of its existence. 
dential, “There is a company by that name.” 
oldere, he might say, if your company is 
a sufficiently well known to rule out 
smegys, the “never-heard-of-it” comeback. 
Rice, “Oh, that company!” could be his 
e, Prue esponse if he has a generally unfavor- 
fidlani © able opinion of it but knows nothing 
politan; Specific against it. 





Or if he has heard something that 


is 





LIAMA quarterly recruiting surveys 


and 21 Canadian companies. And the 


up unrest among agents 
competitors. Still it doesn’t make much 
sense when by neglecting your intra- 
industry public relations you say, in 
effect, “Oh, don’t give our company 


Section Of LAA Book Gives Pointers | 


Public Relations 


he considers rather specifically detri- | 
mental to your company, he can | 
always come back to the standard line: 
“Well, I never like to knock a com- 
petitor but...” 

You may feel that no matter how 
fine a reputation your company has| 
built up over the years, an unethical 
agent will do his best to knife the 
company or your agents when he 
thinks he may be in competition. And 
it’s probably true that no matter how 
much a prospect may try to discount 
for the natural bias of a competitor, he 
nevertheless is influenced, sometimes 
very greatly, by the knocking of a 
competing agent. 


Reputation Still A Factor 


But the reputation a company has 
will nevertheless have an influence 
on the kind of competitive tactics that 
even a conscienceless agent will try to 
get away with. And most agents are at 
least somewhat conscientious. They’re 
not going to give a competitor any 
breaks they don’t have to but usually 
they have enough self-respect to re- 
fuse to resort to outright lying. And 
even if he has no scruples whatever, 
an agent usually thinks enough of his 
reputation as an adviser so he will not 
fly in the face of what he believes to 
be the truth. 

If he knows the truth, he’s consider- 
ably handicapped in using his imagin- 
ation or passing along rumors that 
are obviously at odds with the truth. 
He has developed a certain respect for 
your company, even though he may 
not have realized it. 


Doing Vs Telling 


As with all forms of public relations, 
the doing is vastly more important 
than the telling about it. But both are 
essential and you may lose much of 
the value of the doing if you fail to do 
a good job of the telling. When you’ve 
done a good job of doing and telling, 
you’ve left mighty little for your 
competitor to pick on. The very picay- 
unishness of his attacks will tacitly 
tell his prospect that your company 
must be really top-flight if this com- 
peting agent can find so little to say 
against it. 

What about the effect of intra-in- 
dustry PR on the agent who is dis- 
satisfied where he is and is looking 
around? You don’t have to be a 
proselyter to see the value of standing 
well in the business when one of these 
agents is trying to decide where he 
should tie up. Having made what he 
considers to have been a bad choice 
the last time, such an agent is likely 
to consider carefully the merits and 
dements the various companies open 
to hin. How will your company stack 
un7 


20% Of Recruits Not New 


Don’t write off the importance of 
agents switching companies. The 
chances are that about one out of 
every five agents you recruit-has had 
previous experience selling life insur- 
ance. That figure is based on the 


| 
| 
| 


covering 54 United States companies 


20-80 ratio is quite steady. 
You can say you don’t want to stir 
of your 








What Every 
Prospective Manager 


of an 
Ordinary Agency 
Should Know 


If you are considering a move to become a life agency 
manager, here are some questions you'll want answered: 


Does the company offer a sound 
financing plan for the manager? 

Is the managerial contract designed 
to encourage agency building? 

Is the agent’s financing plan realistic 
and sufficiently attractive to secure 
quality men? 

Does the company have a sound train- 
ing program? 

Is the company large and well known— 
or does it have to be sold with each 
contract ? 

Does the company have an aggressive 
advertising and sales promotion 
prograin? 


Life of Virginia, the South’s oldest and one of the nation’s 
largest life companies, now has manager opportunities in 
Florida, Georgia, North Carolina, South Carolina and 
Texas. 


For information write Charles A. Taylor, President. 


THE LIFE 


INSURANCE COMPANY 


OF VIRGINIA 


SINCE 1871 ¢ RICHMOND, VIRGINIA 
OVER 21% BILLIONS OF LIFE PROTECTION IN FORCE 
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work for? Does it live up to the 
glowing picture the general agent 
painted in his recruiting pitch? 

And whom does he ask to get the 
low-down on your company? Not 
another agent or general agent of your 
company, who would doubtless be 
prejudiced. He asks someone else in 
the life insurance business, someone 
he trusts as a friend. 

Right there is where your intra- 
industry PR can gain you a sought- 
after agent—or lose you one. Unless 
he is trying to get the young man 
for his own company, the veteran 


in the business doubtless has had some 
effect in bringing them back. 

How about the 80% of recruits who 
have had no life insurance experience? 
What difference can a company’s 
reputation within the business possibly 
make to these fellows? 

It can make a lot. If your prospec- 
tive agent has all his buttons, he 
probably does some checking on the 
standing of your company, no matter 
how big or how famous it may be. 
He wants the inside dope on the 
company—not just what is told the 
public. What kind of company is it to 


thought, if you’re considering a 
change.” On the other hand, if every 
agent of a competing company con- 
sidered your company the next best to 
his own, you’d be in a rather enviable 
position, wouldn’t you? And if he con- 
sidered it better than his own... . 


Helps Bring Them Back 


So much for the 20% of recruits 
who’ve had life insurance experience 
—except to note that some of them 
have had it with the same company 
that they’ve come back to—but even 
with them, the company’s reputation 








The Manhattan Life Again Points the Way 
| with Its 


Family Member Insurance Rider 


UP TO 


$50,000 


WIFE 
INSURANCE 


or one half amount of Husband’s Basic Manhattan 
Life Policy, whichever is less. 


BO AE 
S FAMILY MEMBER 





3 OTHER RIDERS 


CHILDREN INSURED 
by Rider attached to 
Mother’s Policy. 


MOTHER AND CHILDREN 
INSURED 
by Rider attached to 
Father’s Policy. 





| That’s just one of 4 Family Member Insurance 
| Riders. See the other three at right. 


_ HIGHSPOTS OF THESE NEW RIDERS: 


The Term Insurance on Wife and/or Children is 
convertible to one of a wide choice of permanent 
plans. New commissions paid on conversion. 


CHILDREN INSURED 
by Rider attached to 
Father’s Policy. 





x *& * 


Ask About Paid- Up Provision, 
Waiver of Premium, 
and Sub- Standard Issues. 
Sorry, We Just Haven’t Room 
Here for the Whole Story. 


Children born after Rider is in force automatically 
insured, 15 days after birth. No increase in premium. 


The Family Member Insurance Rider can be at- 
tached to most Manhattan Life policies. 


The Family Member Insurance Rider is available 
in most of the states in which the Company operates. 





INSURANC 
of NEW YORK, 


Home Office: 126 West 57th Street, New York 19, N. Y. 
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agent is going to tell the fellow the 
truth as accurately as he knows it 
The young chap isn’t going back ty 
your general agent or manager an 
tell him, “I’m not joining because | 
have a friend in the _ business Why 
doesn’t think much of your outtit” 
But the reason is there, just the 
same—even though perhaps the pr. 
spective recruit didn’t realize ho, 
much he had been influenced by jj, 
friend’s negative attitude toward the 
company he was asking about. 


Home Office Hiring Affected 


Your company’s reputation in 
industry can also be important 
helping or hindering the hiring a 
home office people. Even a Prospee. 
tive filing clerk knows someone in 
business who’ll tell her his opinion gf 
your company—and it could mean the 
difference between her taking the job 
and going somewhere else. 

Mainly, of course, it’s at the depart. 
ment head and junior executive ley, 
and up, that your company’s intr. 
industry PR counts the most in getting 
you the men you want. Deservedly oy 
undeservedly, your company has ; 
reputation, a corporate personality jp 
the minds of other life insurang 
people. It might as well be one thy 
gives people the idea they’d like t 
work in your shop. 


Other Fields Of Influence 


Then there are key people in th 
business who are neither in the fiel 
nor in home offices, like the staf 


personnel of LIAMA, National Asm, 
of Life Underwriters, Life Offic 
Management Assn., for example 


They’ve been known to join com. 
panies that made them attractive 
offers—and had good reputations in 
the business. 

Finally, if yours is a company that 
seeks surplus business, your reputa- 
tion in the business can be quite a 
factor—along with attractive contracts 
and commission rates, of course. ~ 

So much for the “why” of. intra 
industry public relations. What about 
the “how?” Is it complicated or dif- 
ficult? What are the techniques? 


Empathy Is Key Word 


I think the key word is “empathy,” 
an old but newly popular synonym fo 
backing off and looking at yourself 
(or anything else) the way some- 
body else would. This is so difficult 
that most peop'e prefer to kid them- 
selves into thinking they are dcing it. 
rather than actually making the effort 
that is needed to put themselves in 
another’s shoes and look through his 
eyes—with all his prejudices, knowl- 
edge, and ignorance. 
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Applying empathy to the job at” 


hard, what rating would you give 
your company’s reputation in the life 
insurance business if you were con- 
nected with some other company? I 
what respects is it doing a good job of 
intra-industry public relations? In 
what respects could it stand improve- 
ment? Ani most importa rt, how could 
it use imagination, ingenuity and dili- 
gence to do a creative job of winning 
friends and influencing people in the 
business? 

Be completely honest and objective. 
in fact, be as destructively critical as 
your toughest competitor would be. 
Does your company have procedures, 
requirements, policy provisions, 
attitudes that a competitor could cite 
to your disadvantage? Is it ovel- 





conservative for no good reason except i 


that “we’ve always done it that way?” 
Does its failure to try to win frie 


and influence people in the industry 


(CONTINUED ON PAGE 15) 
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Draw The Lines To Get Cops On One 
Side, Robbers On The Other: Cammack 


Howard H. Cammack, general agent 
ef Aetna Life at Albany, and a past 
president of Amer- 


icsn Society of 
CLU, writes: 
Your excellent 


reporting of the 
special policy con- 
troversy which is 
all mixed up with 
‘financed  in- 
surance” led me to 
study our 1958 
business since we 
started issuing Sig- 
nature 25. I am 
led to wonder if 
the problems that are lamented are not 
localized in New York or’a few large 
slightly over one-fourth of our busi- 
ness was in this policy with full reser- 





H. H. Cammack 





Hospital Facilities Used 
More Often By Insured 


Than Non-Covered Persons 


Americans with health coverage 
make far greater use of hospital fa- 
cilities than uninsured persons, ac- 
cording to a Health Insurance Insti- 
tute analysis of data in a 1958 study 
by the U. S. Department of Health, 
Education & Welfare. 

The study, which covers the period 
from September, 1955 to September, 
1956, shows that more than 11 of every 
100 insured persons were -hospitalized 
during the year as compared to al- 
most eight out of every 100 non-cov- 
ered persons. On the other hand, the 


' study, which surveyed only persons 


age 14 and over, shows that the aver- 


z age hospital stay of insured persons 
© was 9.1 days as against 12.8 days for 


those without coverage. 


ves and a $25,000 minimum. Both by 
sales and by volume, more than half 
have no loans at all. There was not a 
single replacement except through con- 
version of our own term policies. 


Helped Policyholders 


As to those policies involving loans, 
over one-third were conversions of our 
own term policies, in each case with 
conditions more favorable to the policy 
owner and with a plan to eliminate the 
loans. Two-thirds of the policies, with 
loans were in situations where the un- 
derwriting need was for term but this 
policy served better. Half of the loans 
were less than the maximum. No loans 
were projected over a long period. 

This was profitable business for our 
agents and was secured without a single 
twist. In only one case did our propos- 
als show interest on loans reduced by 
tax savings. I am confident every 
single case would stand up to the scru- 
tiny of the most exacting critic. 


Can Trust Ethical Agents 


My point: Competent and ethical 
agents can be trusted with delicate 
tools of our trade. Bad actors will 
act bad with any tools. Let’s keep the 
tools and watch their use. 

One more thing: Mr. Robert E. Di- 
neen [vice-president of Northwestern 
Mutual, whose views were quoted in a 
recent issue] extends a hypothetical 
55% first-year commission to an ap- 
parent 90%. If such commissions are 
paid on such policies I do not know of 
it, though I am sure they do exist, or 
he would not have used the illustration. 

Is my situation more typical? I re- 
cently recommended Signature 25 with 
loans for three years when my age-50 
client had sought five-year term, to be 
converted to ordinary in three years. 
My first-year commissions on the term 
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Even I know that... 
TWO SALESMEN SELL 
BETTER THAN ONE! 











All the king's horses and all the king's men 
—turn out when Jefferson National Agents 
introduce their enthusiastic, hard-working As- 
sistant Salesman. This V.I.P. is the colorful 
sound film that packs tremendous Motivation 
into 14 dramatic minutes. 


His Showmanship sets the perfect stage for 
such special contracts as the Passbook Sav- 
ings Plan, Family Security, Fit-the-Future, and 
a huge portfolio of A & S, Group, Pension 
and Annuity Plans. 


Whether you want to double your production or build an Agency of 
your own, the Master Motivator can be your most profitable partner. 
For information about other profit-building aids—Top Commission Con- 
tracts, Recruiting Bonuses and Financial Assistance, wire or write in 





confidence to Sy 
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JEFFERSON NATIONAL - 








and the ordinary plus all the renewais 
would have totaled $5,996.17. By my 
efforts to service him through Signa- 
ture 25, my 25% first-year commission 
plus nine 10s come to $4,866.95, so I 
reduce my commissions by $1,129.22. 
No doubt this is why his costs were 
better. 


Do Other ‘Cases Differ? 


Other cases differ? So do they differ 
from Mr. Dineen’s illustration. Can we 
find the truth through such broad gen- 
eralizations? 


Unscrupulous and incompetent phy- 
sicians can cause great damage with 
the sharp and complicated instruments 
of modern surgery but no one suggests 
that we limit the instruments. Let ac- 
tuaries give us the best policies pos- 
sible and let us maintain high stand- 
ards of competence and integrity in 
their use. To such purpose all high 
minded people in the life insurance 
world can lend support. Let’s draw 
the lines so all the cops are on one side 
and the robbers on the other. Right 
now we are all jumbled together. 





name of Union Mutual. 


LIFE 








“What do you mean — 
BUILD MEN?” 


It is our belief that “the man and the salesman are one — 
and cannot be separated.” Only by directing our efforts 
toward building the man — by helping him in all phases of 
his personal growth — does the successful salesman emerge. 


In the process, we make available the best sales tools and 
provide careful training, guidance and supervision. Out of the 
mold of consideration and understanding comes a man of 
greater stature and income — who is a happy member of 

his community and a credit both to himself and to the 


MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 
America’s Eighth: Oldest Life Insurance Company 


Offering All Forms Of 
NON-CAN 


Rolland E. Irish, President — John R. Carnochan, 
Vice President in Charge of Agencie’ 


LIFE UNDERWRITERS SINCE 1848 


GROUP 
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Only 48.6% Of New 
York State Jobless 
Have AdS Coverage 


Only 48.6% of unemployed workers 
in New York state have some form of 
A&S coverage, according to a survey 
conducted by the joint legislative com- 
mittee on health insurance plans un- 
der Sen. Metcalf, chairman. The sur- 
vey, based on interviews with 3,610 
idle workers at unemployment offices 
throughout the state, also disclosed 
that people on the unemployment rolls 


HieNATIONAL UNDERWRITER 


never have been as well protected as 
most state residents and even when 
these interviewed persons were em- 
ployed, only 72.2% had A&S coverage. 

The committee report noted that 
90.2% of the general population has 
some form of A&S coverage. 

The committee said that most dis- 
continued policies were dropped in 
the early stages of unemployment. It 
called for the adoption of legislation 
requiring insurers to inform unem- 
ployed workers they could convert 
from group to individual coverage aft- 
er they lost their jobs. The committee 


also suggested the possibility that the 
state bear the cost of continued A&S 
coverage through expanded unemploy- 
ment insurance taxes. 


Paul Revere Life $2.5 Million 
Home Office Addition Completed 
Paul Revere Life and Massachusetts 
Protective have completed construction 
on a $2.5 million wing for the home 
office. The addition provides 70,000 
square feet of floor space and has a 
foundation strong enough to allow for 
further extension to 10 stories. 


n 


LEADERSHIP AT OCCIDENTAL 


left to right below: 

Dave East, superintendent of agencies 

Bob Woock, manager of California agencies 
Laurence F. Lee, chairman of the board 


THE MEN WHO HEAD THE OCCIDENTAL MANAGEMENT TEAM... 


are field-minded and field-trained. Typical is the scene 


above—a field manager and the chairman of the board in 


an informal conference about agency problems. 


With such interest and cooperation, no wonder Occidental 


salesmen sold more new business in 1957 than in any 


other year in the Company’s 52-year history! 


There is a need in Occidental’s expansion program for 
qualified leadership. If you’re interested in knowing more 
about Opportunity Unlimited, write "Cou Browne, agency 


vice president. 


OCCIDENTAL 


OF NorTH CAROLINA 


=EH 


RALEICOK 
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Stresses The Major 
Values Of Convention 


Examination System 


James E. Duduit, chief examiner y 
the Indiana department, comments q 
the stories in the Jan. 9 and 10 issug, 
as follows: 

One or two horrible examples 
abusive procedure are noted in \ 
article with very little attention draw, 
to two remarks attributed to Com. 
missioner Humphreys of Massachy. 
setts, i.e, “the convention examin; § 
tion system is a good system,” an! 
“getting no reports of examinatig, | 
abuses from industry or commissioner | dical, 
Mr. Humphreys assigned a crack sat | ing, 
investigator to work directly undg | plans 
him to study and report on convention, © will D 
personnel currently engaged in exam. ! 
ining Massachusetts companies.” > Labo 

I will not attempt to refute x expert 
specific abuse pin-pointed by you, Mr = terpre 
Humphreys, or anyone else of com. A and ¢c 
petent judgment. I would like to poin i legisla 
out to you, however, that any numbe|) associa 
of these cases of abuse that might fe) nicki, 
found will be insignificant in relatig,)) Hanco 
to the total number of examination) Teauiré 
made each year and the total numb), manag 
of examiners engaged thereupon, }) act anc 
doesn’t surprise me that few repors|, the 
of abuses are made, for there ar) Cathle 
many cases where companies ar/ Winsto 
pleased rather than disgruntled with/) Johnso 
the examination as a whole. — 

) polita 


Examiner Quality Has Improved 


On behalf of all conscientious ex. 
aminers nationwide, and there are, 
greater number of these, by far, than | Regi 
the relatively small number of para | 
sites and free-loaders, I would like tp) _ The 
go on record in saying this: In the) fT 8¢ 
20-year span of my personal connec | 
tion with examiners and examinations, 7 
it has been a positive fact that the f 
quality of examiner personnel and the | 
quality of examination work have been | 
up-graded tremendously. 

It is my belief that the effort given | 


If you care to consider a _ positive | 

course of action, let me suggest that |) 
in the instance of a proved case 0} agents 
abuse, the home state commissionr) 188, 4 
make a direct and prompt appeal |) officer 
the commissioner of the wrongdoer} 'es!on 
In nine cases out of 10, I believe this) Paris, 
would produce results. I will state that) Vice-p: 
as to Indiana, we would take immedi) Superi 
ate action to correct any abusive! Lane, é 
practice on the part of an examiner | tor of 
It must be pointed out that great care 
should be exercised in judging 3 
complaint which entails a matter in’ 
regard to runs or statistical data re 
quested by an examiner. The metre 
fact that a request places a burden o 
a company does not imply that the 
request has no merit or is not neces 
sary. 
I think that your interest in the 
subject of convention examinations is 
sincere. Therefore, I ask that you 
give credit where credit is due and 
that you bend your efforts toward @ 
constructive program of further im 
proving a workable system of examil- 
ation. 


Cited For Agents’ Development 

Midland Mutual Life has cited three 
agencies—Sam Van Elgort of Beverly 
Hills, Cal.; S. Byrl Ross, Parkersburg, 
W. Va.; and E. Omar Mowrer, Akron— 
as leading agencies in new “manpowe ~ 
development” in 1958. Scoring W& 
based on number of new agents aP © 
pointed and production achieved by 
the appointees. 
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AMA Meet To Clarify 
Welfare, Pension Act 


American Management Assn. will 
hold a briefing session on the new 
welfare and pension plans disclosure 
act at the Biltmore Hotel, New York, 
Feb. 26-27. 

Representatives from the Labor De- 
partment, from insurance organiza- 
tions and from industry will explain 
how to file forms describing benefit 
rograms and outlining extensive an- 
nual financial information required 
under the act. Copies of correctly pre- 
pared annual reporting forms, filled 
out for representative group life, me- 
dical, Blue Cross, thrift, profit shar- 
, and several types of pension 
plans will be distributed. 


Will Discuss Interpretation 


Labor Department officials and legal 
experts will discuss problems in in- 
terpreting application of the new act 
and current Washington thinking on 
legislation in this area. John M. Hill, 
associate counsel, and Victor A. Lut- 
nicki, vice-president, both of John 
Hancock, will summarize disclosure 
requirements of state laws and major 
management problems posed by the 
act and possible future legislation. 
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Other speakers include Lawrence M. 
Cathles, vice-president, Aetna Life; 
Winston S. Fliess, vice-president 
Johnson & Higgins, and Charles A. 
Siegfried, 2nd vice-president Metro- 
politan Life. 


General American Holds 


Regional Seminars For GAs 


The first of four regional seminars 
for general agents of General Ameri- 
can Life was concluded at St. Louis 
with President Frederic M. Peirce’s 
review of the vital elements in agency 
building. 

The three day meeting consisted of 
informal round table discussions mod- 
erated by Agency Vice-president Frank 
Vesser. The broad subjects covered 
were, “Management of Your Agency,” 
“Management of Your Agents,” and 
“Management of Yourself.” 

Other regional meetings for general 
agents are being held in Detroit, Dal- 
la, and San Francisco. Company 
officers who are participating in each 
regional meeting include Winburne M. 
Paris, vice-president of group; Field 
Vice-president Richard H. Bennett; 
Superintendent of Agencies Carl H. 
Lane, and Eugene V. Boisaubin, direc- 
tor of agencies, eastern division. 


The Unity Mutual 
| Life Insurance Company 
of New York 


Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
| policies our specialty. 
e 


L. J. BAYLEY 
Secretary 


HOME OFFICE—SYRACUSE, N. Y. 


H E. R. DEMING 
H President 


LIA Study On Insurer 


Statement Requirements 


Life Insurance Assn. has appointed 
Prof. H. G. Fraine of the University of 
Wisconsin commerce school to head a 
$100,000 research project to study 
present requirements for valuation of 
life company investment holdings. 

The study will attempt to determine 
if present annual report requirements 
are suited to the responsibilities of 
commissioners and are easy to admin- 
ister; if they inhibit management in 
maintaining the financial well-being 
of their companies; and if a simpler 
system would work better from these 
standpoints and also for policyholders 
and the market for business capital. 


Panel On A&S Coverage 
Featured At Indianapolis 


The greatest strides in A&S cover- 
ages of recent years have been made 
in the field of individual policies, Char- 
les Ray, vice-president Associates Life, 
Indianapolis, told members of Indian- 
apolis A&H Assn. at the January meet- 
ing . 

Speaking as a member of a three- 
man “Policy Panorama” panel, Mr. 
Ray also blasted the suggestion from 
some quarters that A&S policies be 
standardized like fire policies. “Noth- 
ing would throttle development of 
needed new coverages more quickly,” 
he charged. 

Speaking on “Special Risk,” William 
Wells of Wells & Co., Indiana managers 
for American Casualty, reported that 
commercial account travel accident is 
the biggest premium field, followed 
in order by “one event” coverages and 
“one-day” functions. 

Superimposed major medical is the 
most effective answer to Blue compet- 
ition, Willard Thomas, American: Uni- 
ted Life, declared. “When Blue Cross 
and Blue Shield toss a man out from 
under coverage, major medical steps 
in. Go see employers about major med- 
ical. You’ll be doing them and the pub- 
lic a big favor.” 

R. W. Osler, general chairman of the 
June 14-17 convention of International 
Assn. of A&H Underwriters at French 
Lick, reported that despite the fact that 
no mail soliciting registrations has 
yet gone out and registration forms are 
not even printed yet, the committee 
has 74 reservations. 


Hemphill Is 1958 Leader 
For Equitable Society 


With a paid volume of $114 million 
in new business the Arthur D. Hemp- 
hill agency of Equitable Society at 
San Francisco again led all of the 
company’s agencies in 1958, in volume, 
club members and paid commissions. 
Ten producers wrote in excess of $1 
million. Albert F. Pfaff of suburban 
Burlingame was the agency’s leading 
producer; the Grant Jennings unit at 
Monterey produced the greatest vol- 
ume and the George McNeal unit at 
San Jose, largest amount of paid com- 
mission credits. 


A.A.L. Revises Juvenile Benefits 
Aid Association for Lutherans will 
now apply full benefits from age 0 to 
its juvenile life certificates issued on 
or after Jan. 1, where permitted by 
state law. The action will also be 
retroactive to previously issued busi- 
ness, except for term to age 16 
certificates. Previously, half the face 
amount of the juvenile certificate was 
payable if death occurred prior to the 
first birthday. 
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Package 


for Agency Building 








Indianapolis Life provides its general agents with a “complete 
package” for productive, profitable agency building. 


@ A full line of popular, modern, low-cost policies—Jife, acci+ 
dent, sickness, hospitalization, and major medical—backed by a 
company of unexcelled financial strength with an enviable 54- 
year record of quality service to policyowners at the lowest cost 
consistent with safety. 


@ A substantial training allowance together with all the tools for 
building a productive and profitable agency including: 


Career compensation plan, 

Production incentive agreement for new men, 
Basic and programming schools, 

Business and tax seminars, 

Check-o-matic and premium deposit plans, 
Special college senior plan. 


@ Liberal commissions for agents and general agents plus life- 
time service fees . . . hospitalization and major medical benefits 
... group life . . . and a non-contributory pension plan. 


Wa ter H. Huent, President Arnotp Bere, C. L. U., Agency Vice-President 
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AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill.. Ind., la., Ky., Mich., Minn., Mo.. Neb., N. D., Ohio, S. D., Tex., Wis. 











new developments in 


mean a more productive South 


Today, the production of fibers like nylon, 
rayon, Acrilan and other synthetics is a 
billion dollar industry . . . with virtually 
all synthetic fiber plants now in operation 
situated in the South. 


25 ENT 


MED, 
or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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Three Veteran Salesmen 
Of Rough Notes Retire 


Three veteran salesmen of the 
Rough Notes Co. of Indianapolis have 
retired under the company pension 
plan. 

R. H. Kuhlman, representative in 
Indiana and southern Illinois, with 
headquarters in Indianapolis, and 
A. E. Mokstad, representative in 
northern Illinois and Wisconsin, with 
headquarters in Chicago, retired Jan. 
1. K. N. Burt, west coast manager 


HieNATIONAL UNDERWRITER 


with headquarters in Los Angeles, 
retired Jan. 15. 

Mr. Kuhlman joined Rough Notes 
Co. in 1933. His successor is James W. 
Cowell, who has been representative 
in Kentucky and Tennessee. Mr. Mok- 
stad joined the company in 1935. He 
is succeeded by D. F. Jellison, who 
has been in the territory since 1951. 
Mr. Burt joined the company in Pitts- 
burgh in 1937, and was transferred to 
the Pacific Coast in 1939. Jack Gardner 
who has assisted Mr. Burt in the 
southern California area succeeds him 


joined the company in 1951, succeeds 
him in northern California, Oregon and 
Washington, with headquarters in San 
Francisco. 
Indianapolis Assns. To Meet 

A joint meeting of Indianapolis Life 
Underwriters Assn. and Indianapolis 
A&H Assn. Feb. 16 will feature Wil- 
liam Harmelin, Continental Assurance, 
New York, a life member of the 
Million Dollar Round Table. He will 
speak on “The Role of Disability In- 
surance in the Business Buy-and«Sell 
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Occidental Of Cal. Con: 
Changes Benefit Plan Add 


Occidental Life of California mag 
major liberalizations in its employ Insu 
benefit program. Beginning Jan, | Cont 


in that territory, and Cliff Ferner, who 


Agreement.” 





WHAT IT MEANS TO BE A 


“MAN FROM 


MIDLAND 


MUTUAL” 





. ° 
. . 
*Peeeeee® 


What’s it like—representing a company 
that counts its people by the man, and not 
by the number? What are the benefits of 
representing a company where the “Help- 
ing Hand” philosophy of operation is a 
way of life for every associate? Part of the 
answer is in this letter from a new Midland 
General Agent to top management: 

“I have been wanting to write you about 
an incident which I shall never forget . . . 
which took place when I visited the home 
office. 

“You told me you wished I would find 
‘happiness’ with Midland Mutual. This was 
the last thing I expected to hear with re- 
gard to my appointment as a new General 
Agent. In conversations with other com- 
panies, the talk has always centered 
around production. 

“The discovery that Midland Mutual 
was concerned enough about my happi- 
ness to mention it was certainly revealing.” 

Naturally production is important at 
Midland Mutual too. But we believe that 
successful results can and should be 
achieved in a healthy climate of under- 
standing, cooperation and respect between 
field and home office. 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 








1959, the company is paying the ey. purcha 
tire cost of its employe pension pm.§} policyh 
gram. The employe previously gp. age in 
tributed approximately one third gy? mally 
the cost of this benefit. has be 

Also, the employe hospital and me. regioné 
ical insurance program has _ bem! Louis, 
broadened and will now include maj The 
medical benefits. Basic hospital bene. permat 
fits have been increased, surgical an options 
x-ray allowances raised, and the com.’ and 40. 
pany’s travel accident coverage |p. Also 
eralized. tection 

The cost of these additional Medical! option: 
benefits will be borne by the company,) non-ca 
according to President Horace w! family 
Brower, at an outlay of more tha” age to 
double the present cost. dren f 

ara basic | 

Atlanta Group Office Is childre 
.= out me 

Mutual Of New York Leade opti 

Mutual of New York’s Atlanta grow ge 
office led other group offices in 19% pate 
in quantity and quality of productig, i 
of group insurance and employe bene. pe ides 
fit plans. Frank Miller is _ regional = 
group manager. 

The Los Angeles group office, head.) Ned 
ed by Thomas E. Throp, ranked seconj Ned 
and the New York office, under Rober df 
L. Scally, was third. prac 
Lamb Head Of Mich. Life | {ied « 

Scott E. Lamb of First National Life) ‘a? 
of Detroit is also president of Michi.) With 
gan Life. An article in a previous js.) P@"Y: 
sue erroneously referred to him as th |) Yes 
former president of the !s+ter. one 0: 

ox 10 w 
Florida ‘Scratch Agency’ Sets ee 
Record; Two Write $32,000 Each chiefly 

Eugene G. Koch general agency, S$. sible 
Petersburg, has been cited by North) oruitin 
western Mutual Life as the company’s! yitabl 
first general agency ever to “begin!) three 
from scratch” and end its first yearoi{} most 
operation with more than $5 millin |} ing 
in life sales. In addition, the agency} in the 
was commended for sales by indivi-} Behr, | 
dual new agents, two of whom hai Befo 
new premiums of $32,000 each. Becke1 

The record-breaking agency, the) was o; 
company’s first in Florida since 187l,)) Benny 
was opened on November 1, 1957, 7 his ac 
a completely “scratch” or “cold” basis” wrote 
—with no agents other than Mr. Koch which 
and with no established backlog of 7 employ 
business or company policyowners. He t 

wat Salesrr 
Rules ‘Russian Roulette’ Death ished 1 
Not Violent And Accidental in sho 

BIRMINGHAM, ALA.—Judge Whit to his 
Windham in circuit court here directed _ public: 
a jury hearing evidence on a case 
involving the death of an 11-year-old Non- 
boy while playing “Russian roulette,” 
that the possibility of death in such 4 Form 
game is sufficient to take the case out Dixi 
of the “violent and accidental means’ jn 195 
bracket. He ordered jurors to returna — pnon-qy 
verdict for the defendant, Liberty ate pj 
National, which they later did. also w 

al The lit 
438 Million Acute Illnesses capital 
Recorded In Year Ending June 30 Bell, 

Some 438 million acute illnesses in- stated 
volving restricted activity and/or med- _ has ha 
ical attention, a per capita average of ers re 
2.6, occurred among U.S. citizens dut- __ life cor 
ing the year ending June 30, according 
to U.S. National Health Survey. The The 
average ranged from four illnesses — Ivestr 
among children under five to 1.6 pt — Life h 
person age 65 and over. The incidence __ buildir 
rate among females was slightly highet Compa 
than for males. _ querqu 
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l. Connecticut General 
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Adding Guaranteed 


LOMA Companies Using 
Pre-Authorized Check > 
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“mui| Insurability Rider Plans Report Gains 
; Jan, | Connecticut General’s new insured Six of the largest companies using 
3 the ey. purchase option rider, which permits pre-authorized check plans reported a 


1 | 

' | 
Sion pro. policyholders to buy additional cover- 19% increase in the amount of cover- | 

oy 

! 

I | 

| 





ASLY cop. age in the future without taking nor- age written and a 14% gain in number 
third gj mally required medical examinations, of policies sold under the plans during | 
has been introduced to managers at the first 10 months of 1958, according T ALK 
and med.% regional meetings in Chicago, St. to LOMA. The companies also reported 
14S bee Louis, Boston and Hartford. increases in the number of cooperat- ABOUT 
ide major The rider is being offered with any ing banks, ranging from 11% to 
tal bene.) permanent plan of insurance with 106%. | 
gical ani) options available at ages 25, 30, 35 Some $54 million in annual premi- COVERAGE 
the com." and 40. ums on 230,000 policies is being col- 
rage lib. Also introduced was a family pro- lected under the plans by the six - Jt 


tection rider and the addition of new 





1 medical » optional benefits in DD65, a long-term 
company,| non-cancellable income contract. The 
race W family protection rider extends cover- 
ore than age to a policyholder’s wife and chil- 


_ dren for a low extra premium on the 
basic policy. Coverage on the wife and 


companies. 

In a special report on indemnifica- 
tion agreements, LOMA said that of 
74 companies furnishing data for its 
survey, 56 protect banks from liabil- 
ity to their depositors and also to 
other persons who might take action 





e: :=- LOOK AT THE 


"UNITED FAMILY BENEFIT 
FOR YOUR PROSPECTS 


ONE uniform, low premium ($25 per unit) ade- 
quately covers mother and children! 
Father simply adds each unit to basic United Life 


Is children may be converted later with- against them in connection with their t 
out medical examination. handling of pre-authorized checks. policy! 


@ 
e 
@ Decreasing term on wife; level term ($1600 per unit) 
° 
@ 





Leade; Optional benefits to DD65 include Twelve other companies reported they pe bh 

payment of benefits from the first day planned to revise their forms to in- = Siac le ae aa 
ita group | of loss of income caused by an acci- clude both types of indemnification. ae ee aia 
e via dent, and in the event of total and an Conversion privilege! 
a ee permanent ian’ d Rie by an Group Sales Conference LUS MANY OTHER FEATURES—WRITE!! 

: ident, payment of a lifetime income. iS 
regiong “OO” P i Held By New York Life UNITED LIFE AND 
k R - New York Life’s group department ACCIDENT INSURANCE CO. 

: — Ned Becker Hetires held its annual sales conference at SR es Serene aie 
C Ned M. Becker, veteran producer Belleair, Fla. Principal speakers were ‘ > 
Tr Rober and former unit manager of Equitable Dudley Dowell and Richard K. Paynter Write H. V. Staehle, Jr., C.L.U., Field Management 


V. Pres., United Life, 5 White Street, Concord, N.H. 


STATES SERVED: Cal., Conn., Del., D.C., *La., Me., 
Md., *Ind., Mass., *Mich., N.H., N.C., *Ohio, *Pa., 


Jr., executive vice-presidents; Arthur 
M. Browning, vice-president in charge 
of group, and Ervin C. Jones, 2nd vice- 


Society at Chi- 
: cago, has re- 
ife tired after more 











onal Lif than 30 years president in charge of group sales. 

f Michi) With the com- Group leaders were H. Roy Johnson, R.I., $.C., Vt., Va. 

vious is |) Pany- For nine manager of the downtown New York 

m as the) years he was district group office, group life volume *General Agency Opportunities Available. 
one of the top and premium volume, and Robert J. Overseas Territories Available. 
10 unit man- Monahan, San Francisco district group Brokerage Opportunities Available. 

t | agers of Equita- office, number of cases. 
e's | ble, and he was nse 
Each chiefly respon- Investors Syndicate Life & Annuity 


of Minneapolis has been licensed in 
California. 


-Now-sure YOUR OWN AGENCY 


ency, St.) sible for re- 
y North-) cruiting for Eq- 
mpany’s | yitable Society 
» “begin|) three of the 
| year al} most outstand- 
million |} ing producers 








Ned Becker 
































pe in the history of the business—Lou 
’ Indiv: } Behr, Harry Steiner and I. S. Stein. * ° 
om hai! Before going into life insurance, Mr. with a career contract that offers you: 
Becker starred in vaudeville. When he 
Ts in was on the stage in Waukegan, Jack Completely Vested Renewals 
»@ Benny played in the orchestra pit for ° ° ° ° 
1951, a Ed te the maid-Ste, Mr. Becker for the premium paying period of the policy. 
7 _ wrote and produced a musical comedy H H 
tr. Kos Wa earss s" camsher af’ looeahie Substantial override for general agents. 
‘lo 3 j 
ney bres. Accident and Sickness Plans 
: He has written articles for American yp oe 99 
Salesman magazine and has just fin- — “Your Partner for Life’. 
ith ) ished writing a book of his experiences 
| ' in show business which is on its way * a 
je Whil | to his literary agent in New York for With Central Standard Life’s career contract, you can 
dined —. plan for your retirement * create an estate for your family 
ra Non-Drinker Auto Insurer Kenjoy liberal underwriting * join an agency-minded organization 
‘sucha Forms Similar Life Co. 
aes Dixie Auto of Anniston, Ala., formed e 
in 1955 to write auto insurance for p Ss 
~— a non-drinkers, has formed a life affili- + Lo uy sae eo ewe for 
Liberty ate, Dixie Life & Casurty, which will 0 ncy pit yout “lie anmeenes” 
id. also write only non-drinker business. “ uccess 1S men and women. agent’s kit. Get full de- 
The life company begins with $100,000 ecret S th our career tails by contacting your 
capital and $100,000 surplus. C. R. 2@ S chieved Ww 6 oO local Central Standard 
ne 30 Bell, president of both companies, h sg bee a 7,2 i oO | General Agent or: John 
sses in- stated that the success the company Our success ce 362, AG 0.0 4 M.Laflin, Vice President 
yr med- has had in writing auto on non-drink- n For $103; : 467 oO and Agency Director. 
rage of ers resulted in the formation of the Assets: ¢ 13, 23 
ns dur- life company. Surplus: 
cording mie 
y. WE The New Mexico branch sales and CENTRAL STANDARD LIFE 
nesses investment offices of Great Southern Founded (905 —- INSURANCE COMPANY 
1.6 pt 4ife have been moved into a new r Drive Chicaao 6, Illinois 
cidence building especially erected for the 211 W. Wacke g : 


higher company at 136 Quincy, NE, in Albu- Life « Accident « Sickness 


| querque. 
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Editorial Comment 
Trouble From Mutual Funds Again 


The powerful sales appeal of mini- 
mum deposit plans has given the mu- 
a new weapon 
is making them tougher com- 
against 
The song 
“Life in- 
surance? It’s wonderful. Shouldn’t be 
without it. But strictly for protection, 
old fellow! Life insurance isn’t some- 


tual funds salesmen 
that 
petitors than ever 
cash-value life insurance. 
goes something like this: 


before 


thing to invest in.” 


Many prospects for mutual funds 
insurance. They 
know the cost goes up. But with min- 
imum deposit or financed insurance 
they’re told how they can always 
switch back to a permanent insurance 
basis at the original premium by pay- 
ing off the loan. Presumably, of course, 
there’ll be such a big appreciation in 
the mutual fund shares that at age 65 
the insured can pay off his policy loan 


are wary of term 


and have a lot of money left over. 


Not only are there more <nd more 
regular mutual fund salesmen singing 
this song but also great and increasing 
numbers of men who consider them- 
selves full-time life insurance agents. 
There’s a powerful appeal to the pros- 
pect: A tax deduction on the policy 
loan and a chance to hedge against 
inflation by building up cash values in 
equities instead of in the inflation- 
vulnerable fixed-income investments 
to which life insurance portfolios are 


largely limited. 


To many, perhaps most, life insur- 
ance people the idea of investing in 


mutual fund shares or any other kind 
of equities in preference to building 
up life insurance cash values seems 
like sacrilege. But to members of the 
public, even fairly sophisticated peo- 
ple, it seems like a shrewd course. For 
it must be remembered that there is 
almost no one outside of the life in- 
surance business who can comprehend 
the nature of the legal reserve in life 
companies and who is not vulnerable 
to the fallacy about life companies 
“confiscating” the cash value when a 
policyholder dies. 

This is the basis of the overwhelm- 
ing appeal of all forms of cheap-now- 
expensive-later insurance, whether 
it’s assessment, group term, renew- 
able term, or minimum deposit. By far 
the major portion of the risk under a 
life insurance contract is a deferred 
risk. Today’s premium—on the basis 
of actual risk—is trifling. So it’s easy 
to defer the day of reckoning and feel 
good about the amount of money being 
saved. What is forgotten is that unless 
a lot more than today’s risk-premium 
is laboriously saved up and permitted 
to earn interest the policyholder will 
find he has just been kidding himself. 

Maybe the public has smartened up 
enough so that John Q. can success- 
fully juggle a combination of life in- 
surance and mutual funds and come 
out with a whole skin. But his record 
was never very good before and we 
doubt that it is going to be much bet- 
ter in the future.—R.B.M. 





Personals 


Melville P. Dickenson, senior vice- 


president of Equitable Society, 


been elected to the board of governors 
of New York Arthritis & Rheumatism 


Foundation. 


Sen. Sparkman of Alabama has put 
into the congressional record appendix 
an editorial from the Anniston, Ala., 
Star regarding the designation of 
Frank M. Samford, president of Liber- 
ty National Life, as Man of the South 


for 1958. 


Florence H. Axelson, State Mutual 
Life, Minneapolis, and vice-chairman 
and program chairman of Women 
Leaders Round Table of National Assn. 
of Life Underwriters, has been reap- 
pointed by Minnesota Heart Assn. to 
head the Heart Sunday drive in Henne- 


pin county, Minn. 





Paul Revere Management Seminar 
Held For Supervisors And Trainers 

Fourteen supervisors and regional 
trainers of Massachusetts Protective 
and Paul Revere Life met at the home 
office for a two-week management 
development seminar. The program, 
under the direction of Fred B. Mitch- 
included 
in sales management and 
administration. Feature of the closing 
session was an address by John J. 
Plumb, vice-president and director of 


ell, manager of training, 


sessions 


agencies. 
Mavis aseney of Phoenix Mu- 
ial at New ¥ has moved to 20 East 
46th Street. 





Deaths 


MRS. FLORENCE H. JENSEN, 68, 
president of Supreme Forest Woodmen 
Circle, died at Omaha. 


ROBERT TUNIS, 67, who served 
for many years in the John Hancock 
law department, died. 


C. VIVIAN ANDERSON, 71, Provi- 
dent Mutual Life agent at Cincinnati 
since 1913, furmer 
president of Na- 
tional Assn. of 
Life Underwriters 
and a life member 
of Million Dollar 
Round Table, died 
of a heart attack 
at his home 
in suburban Clif- 
ton. He won the 
John Newton Rus- 
sell memorial 
award of NALU 

C. V. Anderson in 1953. 

Mr. Anderson last year was voted 
man of the year by Provident Mutual, 
which he joined in 1913 as a member of 
the Blohm agency in Cincinnati. He 
had been a member of MDRT since 
it was organized in 1927. He was 
an honorary life member of Life Un- 
derwriters Assn. of Cincinnati. 

Mr. Anderson was exceptionally ac- 
tive in both civic and business work. 
He was a past president of the Cincin- 
nati and Ohio associations and was 
NALU president in 1933 and 1934 and 
headed many committees before and 
after that. He was president of Ameri- 


can Society of CLU in 1928-29 and was 
a member of the first advisory council 
of the American College for five years. 
In 1947 he was president of the Cin- 
cinnati convention bureau, and he had 
been a trustee of Miami University 
since 1921. He was president of the 
trustees from 1947 until his death. 


ROSS EDGAR, executive secretary 
of Pittsburgh Life Underwriters Assn., 
died after an illness of several months. 
He was an agent of Berkshire Life for 
35 years before becoming executive 
secretary in 1939. 


IRVING F. HALL, 66, founder and 
former president of State Capital Life, 
died at Tucson. 


ARTHUR J. GOTTSCHALK, 76, 
former assistant secretary of Pacific 
Mutual Life, died of a heart attack at 
Glendale, Cal. He joined Pacific Mutual 
in 1910 as superintendent of the rail- 
road insurance department. At the 
time of his retirement in 1947, he was 
associate custodian of securities as well 
as assistant secretary. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, February 3, 1959 


























Bid Asked 
Aetna Life 244 248 
Beneficial Standard ...........sss0 15% 16% 
Business Men’s Assurance 42 4312 
Cal.-Western States. ............ 120 
Commonwealth Life .. 2BU4 
Connecticut General ...... 334 
Continental Assurance .. 171 
Franklin Life .............. 82 
Great Southern Life ..............0...... 95 
Gulf Life 261% 
Jefferson Standard ..........cssee 89 
Kansas City Life .......... 1640 
Liberty National Life 52 
Life & Casualty ............ 24 
Life of Virginia ............ 59 
Lincoln National Life 230 
National L. & A. ....0.0..... 112 
North American, IIl. .. 21 
Nw. National Life ...... 99 
Ohio State Life ...... Bid 
Old Line Life ................ 61 
Republic National Life 76 
Southland Life .............. 120 
Southwestern Life ..........e 145 
Travelers 91 
United, Ill. 61 
U. S. Life 44 
Washington National .................. 64 
Wisconsin National Life ............ 68 70 


Sees Opportunity In 
‘Black-Out Period’ Of SS 


Opportunity for life insurance after 
social security runs out and the neces- 
sity of an agent acquiring positive 
thinking and self organization were 
discussed at the January meeting of 
Quincy (Ill.) Life Underwriters Assn. 

The “black-out period” of social 
security benefit payments offers the 
greatest opportunity to life insurance, 
Byron Logue of the Chicago regional 
home office training department of 
Prudential, declared. “Most men are 
interested in seeing that their wives 
will be adequately provided for after 
social security payments stop, when 
their youngest child reaches 18 years 
of age.” 

Robert H. Wlecke, Prudential and 
president of the Quincy association, 
stressed time management or self 
organization. If the agent is to increase 
his income this year, he must either 
work harder or more effectively. 


Hayes To Run Again 


Commissioner Rufus D. Hayes of 
Louisiana has indicated he will run for 
office when the primary is held Dec. 
5. Mr. Hayes is an appointee of Gov. 
Long. However, the law was changed 
last year to make the office elective. 
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CINCINNATI 2, OHIO—420 E. Fourth St, 
Tel. Parkway 1-2140. Chas. P. Woods, Sales 
Director. George C. Roeding, Associate 
Manager. Roy Rosenquist, Statistician. 


CLEVELAND 14, OHIO—i367 E. 6th St., 
Lincoln Bldg., Rm. 208, CH 1-3396. Paul 
Blesi, Resident Manager. ; 


DALLAS 1, TEXAS—309 Employers Insur- 
ance Bldg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 
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Tel. Exbrook 2-3054. Robert L. McMullen, 
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CHANGE OF ADDRESS 


Be sure to enclose mailing wrapper with 
new address. Allow three weeks for comple 
tion of the change. Send to subscription ef- 
fice, 420 E. Fourth St., Cincinnati 3, Ohie. 
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HIA Group Forum 
Program Prepared 


The program has been set for the 
annual group insurance forum of 
Health Insurance Assn. at the Bilt- 
more Hotel, New York, Feb. 16-18. 

Charles G. Hill, Massachusetts Mu- 
tual and chairman of the HIA forum 
subcommittee, will preside over the 
general session on Monday, which will 
open with a panel discussion titled 
“Progress and Problems,” a factual re- 
view of current developments and 
their implications for the group busi- 
ness. Arthur M. Browning, New York 


| Life and chairman of the HIA group 


insurance committee, will give the 
keynote address for the panel and will 
be followed by Robert R. Neal, HIA 
general manager, and John P. Hanna, 
HIA general counsel, who will dis- 
cuss the legislative developments in 
59. . 
yy panelists and their subjects 
will be J. F. Follmann Jr., HIA direc- 
tor of information and research, service 
plans; Morton D. Miller, Equitable So- 
ciety and chairman of Health Insur- 
ance Council, relations with the health 
care professions, and James R. Wil- 
liams, vice-president of Health Insur- 
ance Institute, the public’s interest. 


Canadian Hospital Plans 


Following the panel, Carmen A. 
Naylor, London Life, will cover Cana- 
dian provincial hospital plans and 
their effects on group health insur- 
ance. 

The Monday morning session will 
close with a question and answer 
period. 

On Monday afternoon the first of 
three workshop sessions is scheduled. 

H. E. Bliss, Employers Mutual Li- 
ability, will preside at the Tuesday 
morning general session, which will 
include a panel discussion on group 
health coverage underwriting prob- 
lems. Mr. Bliss will be moderator and 
other panel members will be Brooks 
Chandler, Provident Life & Accident; 
Donald D. Cody, New York Life, and 
Paul H. Rinker, Continental Assur- 
ance. A question and answer period 
will follow the panel. 

Mr. Browning will also preside at 
the group luncheon, Tuesday noon, 
where Travis T. Wallace, HIA presi- 
dent and president of Great American 
Reserve, will greet members for the 
association. Luncheon speaker will be 
Milton J. Goldberg, Equitable Society, 
whose speech is titled “Some Observa- 
tions on Competition.” 

During the general session on 
Wednesday morning, John Hill, New 
England Life, will moderate a panel 
on selection, training, supervision and 
compensation of group field men. 
Panel members will be Bernhard F. 
Kalb Jr., Massachusetts Mutual; Ken- 
neth C. Nichols, Prudential, and T. A. 
Watson, Lincoln National. The panel 
discussion and forum meeting will 
close with a question and answer 
period. 


National Union Life Plans 
To Reduce Capital 50% 


Stockholders of National Union Life 
of Montgomery at the annual meeting 
Feb. 16 will vote on a proposal to 
change the par value from $1 to 50 
cents. This will result in a transfer of 
$266,002 from capital to surplus. The 
company presently has capital of 
$553,004, based on 533,004 shares of 
$1 par stock. 

The notice to stockholders points out 
that Alabama laws require only $100,- 
000 capital for a life company. 


LIFE INSURANCE EDITION 


Gives Pointers On 
Intra-Industry PR 


(CONTINUED FROM PAGE 8) 
look to your competitors like smugness, 
indifference, or even arrogance? 

Even though guilty of none of the 
above faults, is your company failing 
to make the most of its opportunities 
to garner credit through its executives’ 
service as industry association officers 
or as board or committee members? 
Are your officers missing opportuni- 
ties they could easily get to make 
prestige-building talks before local 
life underwriters associations, CLU 
chapters, and even national organiza- 
tions Iv the business? 

And finally, are you doing the kind 
of publicity job in the insurance press 
that will get your company the credit 
it deserves for these worthwhile 
activities and for others that people 
in the business will be interested in 
reading about? 


Where Should Company Start? 


Where should your company start, 
in the job of improving its intra- 
industry PR? I’d say the first thing 
is to get some idea of how good a job 
it’s doing now. How does it stack up 
against a company that is generally 
acknowledged to be doing an excellent 
job on the industry PR front? If you’re 
in doubt which company to use as a 
measuring-stick, ask a few people 
whose opinions you respect. Then try 
to find out what makes that company 
stand so well in the business. 

Size has a bearing, of course, but 
mainly in giving additional impact to 
whatever the company is doing. If the 
company is doing a poor job, its size 
will only make it more conspicuously 
deficient. 


Active In Business Organizations 


Find out how active its home office 
and field people are in serving in key 
spots in local, state, regional and 
national organizations in the business. 
How many of them are in demand as 
speakers? How much in demand are 
they? Do they get repeat requests or 
does the word get around that they 
are disappointing performers? 

How many of its field and home 
office personnel are CLUs? 

' How many of its agents are members 
of the Million Dollar Round Table? 

What is its reputation for prompt 
and fair treatment of policyholders’ 
requests? In general, how well do its 
actual practices, rules and regulations 
jibe with the principles of public 
service that it professes? (It’s much 
better not to talk noble if you’re not 
going to act noble.) 


Publicity In Trade Press 


What kind of publicity is the com- 
pany getting in the insurance news- 
papers and magazines for itself and 
its home office and field people? Not 
just appointments, and similar routine 
matters, which are reported as items 
of news for almost any company, but 
the kind of publicity that requires 
some ability on the part of the com- 
pany’s PR department. If you find a 
company consistently getting better 
coverage for the activities and 
speeches of its people, you can bet 
that somebody is seeing to it that the 
talks include newsworthy material, 
that news releases are skillfully pre- 
pared to bring out the most interesting 
parts instead of leaving them buried 
down toward the end, and that re- 
leases are being delivered promptly to 
the publications. 

Well, how does your company stack 
up on each of these points? Naturally, 
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KEY TO SECURITY 





Long an acknowledged leader, the “Key to Security” 
has established a standard in programming which has 
become the hallmark of the Equitable Life of Iowa. 
The “Key to Security” is designed to help you do 
a better and a sounder job of selling . . . selling the 
interview, selling the needs, selling larger-than-aver- 
age amounts of insurance. Keep your eye on the 
Career Life Underwriter who works the “Key 
to Security” and you'll see— He’s on the 
RIGHT ROAD. 









LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 
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NOW IT’S OFF THE PRESS! 
Revised! Up-To-The-Minute! 


1959 R &R TAX HANDBOOK 


| . a . 
inf i a ation Covers the whole field of income, estate 
insplra tion and gift taxation of life insurance— 
: : Annuities ... endowments .. . accident 
motivation and health . . . business insurance... 
split-dollar plans . . . premium deduc- 


tions . . . policy loan taxation . . . option 
taxability . . . marital deduction quali- 
fication . .. group insurance . . . pension =e 
trusts . . . plus many other areas of — 
great importance to life underwriters! 4 
THE R & R TAX HANDBOOK answers | 
240 vital questions on current tax law. ca 

4 

i 





No wonder it’s widely-recognized as the 
nation’s top tax manual for life under- 
writers! 

Single copy, $1.85; 2-9 copies, $1.75 each; 
10-24 copies, $1.65 each; Larger quantity / 
prices on request. ‘ 
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HILBERT RUST, C.L.U. President —s| 
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can’t expect an able but inarticu- 
late home office executive or general 
agent to start right out wowing ’em 
on the speaking circuit. But is your 
company making the best use it could 
of the speaking talent and the indus- 
try association activities that your 
people are capable of? 
Too Many Wrong Speeches 


Is your intra-industry PR suffering 
because people. are making too many 
speeches of the wrong kind? Have you 
an executive or general agent on the 
speaking circuit who is a swell fellow 


FieNATIONAL UNDERWRITER 


but a dull speaker? Does he pontificate 
obvious facts and conclusions as if 
they were something he had just 
discovered? Is he so general or so 
“inspirational” that his talks are too 
frothy for the trade papers to report 
with more than possibly a mention? 
Is he trying to play it so safe that he 
refuses to say anything that might 
be in the least controversial—and 
hence interesting? 

Before deciding to adopt any new 
intra-industry PR techniques or 
changing those you have, it’s a good 
idea to sit down with your top man- 


agement and discuss what kind of 
corporate personality you want to 
project. What do you want the rest 
of the life insurance business to think 
of your company? Has its corporate 
personality “jest growed” or is it the 
result of careful consideration and 
planning? In either event, is it the 
kind of personality the PR depart- 
ment can make good use of in im- 
proving intra-industry PR—and very 
likely general-public PR as well? 
Your company has already created 
a certain image of itself in the minds 
of the rest of the industry. The image 





what makes Curly run? 


He’s Willard C. “Curly” Thomas. At Syracuse University, 
this former halfback ran for the football team. Today, he 


“runs” for American United’s Group Department. And for 


good reason: to get action for brokers: 


On a recent case in Kokomo, Curly contacted a broker 
one Thursday. After gathering the information, and pre- 
paring the proposal, he personally delivered it the following 
Monday. Six weeks later, the broker was still waiting for 
two other major insurance companies to bid on the case. 
Curly got the order because he got the action . . . for the 
broker. 
If you’re in Kokomo or Kalamazoo, immediate action is 
yours with an American United Group man. Field-trained, 
he knows action is important to you... whether you are 


contacting suspects or prospects. 


AMERICA UNITED LIFE 


UARANTEED 


INSURANCE COMPANY e 


FXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
ABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 











Specialize in Group Life Coverages? Then American United, ‘The 
Company with the Partnership Philosophy,’ is for you! For action, 
contact Sherman Jenson, Vice President, Group, American United 
Life Insurance Company, Fall Creek Parkway at Meridian Street, 
Indianapolis 6, Indiana, WAlnut 3-7201. 
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might just as well be one that will 
help your industry public relations 
provided of course that the company 
is willing to live up to it. Among ty 
general public, high-powered advertis. 
ing and publicity may fool most of the 
people most of the time but within the 
industry it’s practically impossible to 
fool anybody any of the time—excey; 
for those dullards whose opinioy 
count for little. Attempts to Project ; 
corporate personality that Conflicts 
with a company’s real character Bain 
little—except a reputation for being 
phony. 

: By consciously building and Project. 
ing a corporate personality your com. 
pany will have an integrated program 
that will help give direction to adver. 
tising, publicity, and talks by yoy 


home office and field people. These, jn,” 


turn, will help create in the indus 
the kind of reputation you want yoy 
corporate personality to bring yoy, 
Carried to extremes, this could get to 
be an obnoxious “party line” sort 
technique. But the success that som 
companies have had with it show; 
that much can be accomplished fz 
short of being objectionable. 


Always Want Men Of Ability 


Having determined what kind 9 
personality you want your company’ 
to have in the minds of others in the 
business, how can your intra-industry 
PR activities be used to help achiey 
this aim? How do you minimize yoy 
intra-industry PR drawbacks and 
make the most of what you have? | 
can’t give you much specific help on 
participation in industry association; 
and the like, or in wangling speaking 
engagements for your home office and 
field people—beyond reminding you 
that organizations are always looking 
for men of ability to help run ther 
affairs and to address their meeting, 
Of course, it may take a little diplo 
matic finagling on somebody’s part to 
make known the man’s availability 
without at the same time making it 
look as if he is too eager for glory. 

But I can give you some specific 
pointers on how to use the insurance 
publications to get the most credit for 
the good job you’re doing in intra 
industry PR. 

The next installment of this artick 
will deal with these suggestions. 


Leads Republic Natl. Agencies 
The Candido Jimenez agency of San 
Juan, P. R., has been named general 
agency of the year by Republic Na- 
tional Life. Since its origin last June, 
the Jimenez agency has consistently | 
led the company’s general agencies in | 
life volume, life and A&S premium ant | 





volume persistency. Clarence J. Skel- 
ton, senior vice-president, and James 
W. Galloway, assistant vice-president, 


presented the leading agency award a 


a banquet in San Juan. 


a Service Guide: 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Stree! 
N. E., Atlanta 8, Georgio 
P.O. Box 6192, Tel 
TRinity 5-6727 





























CONFIDEMTIAS NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


20 N. LaSalle St. Chicago 2, Ill. 
Financial 6-9792 
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John Hancock 
T. Lynn Prewitt, 
associate general 
agent at St. Louis 
since 1958, has 
been named gen- 
eral agent to suc- 
ceed Donald D. 
Kelly who is re- 
tiring. Mr. Prewitt 
joined John Han- 
cock at Kansas 
City, Mo. in 1945 
and in 1950 was 
named assistant di- 
rector of the Pur- 
due course. He returned to John Han- 
cock in 1957. Mr. Kelly has been gen- 
eral agent since 1939. 


T. Lynn Prewitt 


Aetna Life 


Joseph Schulman has been named 
general agent at Brooklyn in partner- 
ship with Gilbert V. Austin, general 
agent since 1929. Mr. Schulman joined 
Aetna Life at Brooklyn in 1948 and 
became assistant general agent in 1957. 

William P. Huston, supervisor at 
Philadelphia since 1957, has been 
named general agent at Rockford, IIl. 
He joined Aetna Life at Philadelphia in 
1952 and later was appointed broker- 
age supervisor at New York. 


Beneficial Life 


Ralph J. Hill 
has been appointed 
agency manager at 
Salt Lake City. 
Since joining Ben- 
eficial Life in 1946, 
he has been agent 
at Seattle and most 
recently at Idaho 
Falls. 





Ralph J. Hill 


Great-West Life 


W. K. Irwin has been named district 
manager at Springfield, Il.; E. M. 
McKay, formerly St. Louis supervisor. 
has been named district manager of a 
new office at Belleville, Ill.; and G. E. 
Cummings has been appointed a super- 
visor at Newark. 

Mr. Irwin was with Great-West Life 
as a broker and agent several years 
ago, Mr. McKay has been with the 
company since 1950, and Mr. Cum- 
mings, a newcomer to Great-West Life, 








10 1956 as a manager in North Dakota. 








has been in insurance since 1951. 


Connecticut Genera! 
Robert E. Rohr, formerly at Hart- 


| ford, has been named manager at 
| Scarsdale, N. Y.; Arthur R. Bradley. 


staff assistant at Evanston, IIl., be- 
comes assistant manager, and Lincoln 
N. Kinnicutt, staff assistant at Hart- 
ford, has been appointed assistant 
Manager. Named staff assistants are 
G. Addison Hodges, Baltimore, and 
George A. Stone Jr., Evanston. 


American National 


Five regional associate directors 


have been appointed. L. P. DeConcini, 


midwest; W. H. Ford, southeastern; 
Gifford J. Hudson, western; A. E. Rit- 


| tle, east-central, and W. E. Sanders. 


exas, 
Mr. DeConcini joined the company 
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Changes In The Field 


Mr. Ford was promoted to manager at 
Mobile in 1954. Mr. Hudson started 
with American as agent in Salt Lake 
from which he was promoted to Port- 
land manager in 1947. Mr. Rittle was 
named Cleveland manager in 1954. 
Mr. Sanders joined the company in 
1951 and was promoted to north Texas 
district manager in 1953. 


Pacific Mutual 


Ulmont R. Kendree has been pro- 
moted to assistant manager at San 
Francisco. He has been agency super- 
visor there for the past two years. 


Franklin Life 


Harry Miner Jr. 
has been appoint- 
ed regional man-> 
ager at Fort Worth. : 
In the _ busines 
since 1948, he ha 
been with Service 
Life of Fort Worth 
since 1951 and has 
been state man- 
ager of New Mex- 
ico of that com- 
pany since 1956. 

















Harry Miner Jr. 


Prudential 


James W. Sorenson has been named 
district manager at Portland, Ore., 
succeeding Raymond L. Kirkham, who 
is retiring after 23 years with the 
company. Formerly district manager 
at Salem, Ore., Mr. Sorenson joined 
Prudential in 1937. 

Leo F. Sadkowski, district manager 
at Atlantic City, has been appointed 
district manager at Elizabeth, N. J., to 
succeed Victor Lurie who has been ill. 
Mr. Sadkowski joined Prudential in 
1947. 


Sun Life Of Maryland 


Appointed general agents are John 
A. Ruddy Jr. at Dunmore, Pa. and 
Charles C. Smith at Newton, N. J. Mr. 
Ruddy has been with Prudential and 
Mr. Smith formerly was with Penn 
Mutual. 

Also named general agent is the 
Youngelson agency at Dover, N. J., 
with Stanley Kaufman as manager. He 
has been a broker with Prudential and 
Continental Assurance. 


Occidental Of California 


Albert L. Kenyon has been named 
assistant manager at Jacksonville. He 
is joining Occidental after nine years 
in the business in Jacksonville with 
Gulf Life and the James M. Maneely 
general agency. 


Postal L.&C. 


Billy G. Campbell has been named 
general agent at Oklahoma City. He 
previously was a member of the com- 
pany’s agency at Lebanon, Mo. 


Pacific Fidelity 


The company has opened an agency 
in Santa Monica, and has named E. N. 
Chastain manager. He has been in the 
business since 1946. 


Royal Neighbors 


Mrs. Esther C. Stanley of Jerseyville 
has been appointed southern Illinois 
state supervisor, succeeding Mrs. Tillie 


Albrecht of Champaign, who retired 
after 42 years with the fraternal. Mrs. 
Stanley has been in field work with 
Royal Neighbors for five years, pre- 
viously serving as a district director. 


All American L.&C. 


George J. McArdle of Chicago has 
been named general agent in Cook 
county. He was formerly assistant 
agency manager at Chicago of Mutual 
Life of New York. 


Old Republic Life 


Dean R. Mack has been appointed 
general azent at Chicago. He formerly 
was agency secretary with Continental 
Assurance. 


Union Central Life 


Arthur J. Ephross has been 
pointed unit manager at Dallas. 


United Benefit Life 


Charles E. Schmid, general agent at 
Salina, Kan., has been transferred to 
Toledo in the same capacity, and 
Edward M. Boyce will succeed him at 
Salina. Mr. Boyce previously was in 


ap- 
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the Indiana field. A Toledo service 
office has been established and M. J. 
Potts has been named manager. 


AMERICAN INVESTMENT LIFE 
has appointed Frank O. Acton Jr., for- 
mer unit manager of John Hancock at 
Chattanooga, supervisor for Tennessee. 


CHESAPEAKE LIFE has appointed 
W. Alfred Cash general agent at Rich- 
mond. He has been in the life business 
since 1956. 


MICHIGAN LIFE has _ appointed 
John C. Prior general agent for the 
Battle Creek area. 





Seek Raise For Howell In N. J. 


In his annual budget message to the 
New Jersey legislature, Gov. Meyner 
recommended a $2,000 salary increase 
for Charles R. Howell, insurance com- 
missioner. This would bring the salary 
to $20,000 a year. 


Clair E. Fultz has been elected a 
director of Midland Mutual Life. He 
is president of Huntington National 
Bank of Columbus. 





year!) 


sales material 


Write: 





ee 
Egad, Harvey, you’re the man we want!’’ 
If you're looking for a Life Insurance Company that... 
e Aims first for quality of plans and service 
¢ Has a proven planned program for solid growth 
and development (sales up 28% over last 
¢ Now actively moving into commercial group 
plans through own existing agencies 


e Has full portfolio of well-rounded Life Insurance 


You will go places with a company that’s going places 


G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


There’s only one 


Shenandoah Life 











INSURANCE 
Home Office « 
A Mutual Life Insurance Company Owned By And Operated For Its Policyholders 


COMPANY 


Roanoke, Va. 
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Home Office Changes 


Occidental Of California 

W. S. Hosking, treasurer and assis- 
tant secretary, has been named 2nd 
vice-president and assistant secretary. 
Succeeding Mr. Hosking as treasurer is 
Edmond V. Hoff, former associate 
treasurer. E. Worth Coan, assistant 
controller, and Anthony E. Meehl, 
executive assistant to the president, 


have been named assistant vice-presi- 
dents; Dr. Robert R. Suntay and Dr. 
James A. Ryan Jr., assistant medical 
directors, and Hillary J. Fisher assist- 
ant actuary. 

Mr. Hosking, treasurer of Occidental 
for nearly 22 years, became deputy 
insurance commissioner of Montana 
in 1919. In 1923, he was elected treas- 


urer of State Life of Montana and 
when that company was acquired by 
Occidental in 1925, he joined the 
latter. 

Mr. Hoff, with Occidental since 1932, 
has been associate treasurer since 
1956. With Occidental since 1946, Mr. 
Coan has been special assistant to the 
controller since early in 1958. Mr. 
Meehl has been executive assistant 
to President Horace W. Brower and to 
Executive Vice-president Powell E. 
Smith since 1957. 

Dr. Suntay joined Occidental in 1957 
and Dr. Ryan last April. Mr. Fisher was 





Confederation Life presents 


the 87th Annual 


eS 


ge orner years RECORD GROWTH Jj 
... COMPUTED IN RECORD TIME! 


Report 





























FASTER THAN 

THE HUMAN MIND! 
This complex IBM 705 Data 
Processing System—the first in 
the Life Insurance Industry in 
Canada—compiles in seconds 
all the figures you read here. 
Now in operation, it is speeding 
office procedure and providing 
even finer service to policyowners 
at lower operational costs. 





A copy of the annual report 
will be mailed on request. 





Confederation Life completes 87 years 
of expanding insurance service with over... 


onjederation 


Head Office—321 Bloor St. E., Toronto 


( 


® $2.1 Billions of Life Insurance in Force and 
® $361 Millions of Annuities in Force 

® $3.9 Millions in Dividends Paid during 1958 
®@ $37 Millions in Benefits Paid in 1958. 


Ever-widening public confidence was reflected in record growth for 


Confederation Life during 1958. 


NEW LIFE INSURANCE: The Company issued $291,962,977 in 


new life insurance, the largest increase in protection ever 


achieved for a single year. 


TOTAL assets: These reached $411,431,002 guaranteeing future 


payments to policyowners. 


DIVIDEND PAYMENTS to participating policyowners also reached 
a new peak in 1958—$3,910,863. Savings were also effected for 
many policyowners with the inauguration of your company’s 


Pay-O-Matic Plan. 


These figures show the foresight of well over one million people 


who are protecting their families and themselves through 


Confederation Life planning. To everyone interested in personal 
and family security, these figures give assurance of financial 


support —when it is needed most. 


PROTECT THE ONES YOU LOVE, CONSULT 


ederation Life 





Licensed to transact business in Connecticut; Delaware; District of Columbia; Florida; Indiana; 
Maryland; Massachusetts; Michigan; New Jersey; Ohio; Oklahoma; Pennsylvania; Rhode 


Island. Licenses are pending in several other states. Also licensed in Hawaii and Puerto Rico. 
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associate actuary of Liberty Life for 
five years before joining Occidenta] as 
assistant to the actuary in 1957, 


Commonwealth Life 


John C. Grubb, L. Glen Neikirk ang 
Howard R. Reynolds, former Cirector, 
of agencies, have been promoted to 


L. Glen Neikirk John C. Grubb 








Don B. Cawthorne 


Howard R. Reynolds 


vice-presidents of field management. Ass 
Don B. Cawthorne has been name agem 
vice-president of sales development. the he 


Mr. Grubb has been with the company Jl 
20 years, Mr. Neikirk since 1940, ani} powg, 
Mr. Reynolds joined in 1934. Mr. Cav- Quebe 
thorne, with Commonwealth sine] purto; 
1946, prior to this appointment wa 
manager of the Owensboro, Ky., agen- | 
cy. . 4 Rosaly 


“ Arn 

Monarch Life ie 

Clyde B. Gordon, manager of policy-§ directe 
holders’ service since 1948, has ben} New } 
elected assistant vice-president ani} 1932 a 
assistant secretary, and Gordon Mj 4t Tre 
Grady, assistant treasurer since 19) 8¢e % 
becomes assistant vice-president. Mr = 


Gordon joined Monarch as a claim 
examiner in 1934 and Mr. Grady er- N 
tered the company in 1929. or 











Judd 
California Life count | 
B. N. Nemerov has been electei bs ee 
chairman of California Life. Als! ager, E 
elected to the board are Murray D. Mutual 
Van Wagoner, former governor @ manage 
Michigan, and G. W. Lalone, senior advertis 
vice-president of First National Bank ; 
of Minneapolis. Other directors are 

Theodore Glassrud, St. Paul attorney; DG 

Norman R. Liebling, Chicago attorney. wa 
Daniel W. Levine, president Feder ba 
Engineering Co., Detroit; and W.¢.j Ting 
Rusk, secretary-treasurer California year al 
supervis 
| departm 
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To Insurance Companies 
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Life. A Minneapolis real estate man, 
Mr. Nemerov headed a group of inves- 
tors who recently purchased the con- 
trolling interest in California Life from 
taundry Workers International Union. 
The purchase, for $1,225,000, was con- 
summated through sealed bids, be- 
lieved by the company to be a unique 
procedure in insurance. 


Ohio State Life 
Charles M. Barry has been appointed 
vice-president of the accident depart- 
ment, and Joseph J. Yheaulon group 


vice-president. 
In A&S work since 1929, Mr. Barry 








2 


Charles M. Barry 


joined Ohio State in 1945 and has been 
manager of the accident department 
since 1946. Mr. Yheaulon has been in 
insurance for 25 years, and he went 
with the company in 1956 when the 
group department was organized. 


New York Life 

Assistant managers appointed man- 
agement assistants and assigned to 
the home office for training are Robert 
J. Elmlinger, Cleveland; James A. 
Fowden Jr., Norfolk; Paul LaVergne, 
Quebec; Robert B. Hanseen, Boise; 
Burton E. Hawley, Davenport, Ia.; 
Kenneth L. Meyer, Fort Wayne; Rich- 
ard P. McClammy, Indianapolis, and 
Rosalvin Robbins, Portland, Me. 

Arnold F. Beck, manager of training 
at San Francisco, has been named 
director of agents’ financing. He joined 
New York Life at Woodbury, N. J., in 
1932 and has been assistant manager 
at Trenton and Philadelphia and man- 
ager at Scranton. In 1952 he was 
appointed a consultant in advanced 
underwriting at the home office. 





Joseph J. Yheaulon 


Northwestern National Life 


Judd Montgomery, formerly an ac- 
count executive with Erwin Wasey, 
Ruthrauff & Ryan advertising agency, 
has been named sales promotion man- 
ager. He joined American Hardware 
Mutual in 1955 as sales promotion 
manager and in 1957 went with the 
advertising agency. 


Kansas City Life 
D. Gordon MacEachen has_ been 
appointed assistant director of field 
training. He joined the company last 
year and has been field training 
supervisor of the sales and training 
department. 


Oid Equity Life 
Norton R. Feldman has been named 
comptroller. He joined the company in 
1954 and has been chief accountant. 
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North American L.&C. 


Dwane G. Mik- 
elson has been ap- 
pointed group sales 
supervisor in the 
home office. He 
has been in group 
sales since 1952. 


Dwane G. Mikelson 


Western Life 

Edward Schelling Jr. and John Dole 
have joined the company as group 
claims manager and regional group 
manager, respectively. Mr. Schelling 
has been A&S claims department 
examiner of St. Paul F.&M., which 
company he had been with since 1948, 
and Mr. Dole for six years has been 
assistant group supervisor at Spokane 
of Washington National. 


Massachusetts Mutual 
Francis J. Robitaille, regional group 
underwriter since 1958, has been ap- 
pointed manager of the group under- 
writing division. He joined Massachu- 
setts Mutual in 1953 and was named 
group underwriter in 1956. 


Standard Of Oregon 
Dean J. Blair has been appointed 
manager of a newly created real estate 
department. He joined Standard of 
Oregon in 1957. 


Northeastern Life 
Ronald S. Miller has been appointed 
associate general counsel. For the past 
two years he has been an associate of 
a Chic¢ go law firm. 


Mutual Benefit Life 


Edward Grubman, former public 
relations supervisor, has joined the 
Guibord agency at Newark as an 
agent. 


MONUMENTAL LIFE has elected 
Donald H. Wilson Jr., assistant vice- 
president since 1950, vice-president. 


TENNESSEE LIFE has named Wil- 
liam W. Cramer, formerly agency 
manager at Houston of Equitable 
Society, assistant to President Curtis 
M. Smith. 


PATRIOT LIFE has appointed the 
Miner agency general agent at New 
York. Irvin V. Miner has been with 
Eastern Casualty, Northeastern Life 
and Woodmen of the World, Omaha. 


COLUMBIAN NATIONAL has ap- 
pointed James G. Bruce vice-president 
and actuary. He has been with Forest 
Lawn Life and before that was vice- 
president and actuary of Colonial Life. 


BENEFICIAL STANDARD LIFE 
has advanced to assistant vice-presi- 
dent Gene Horbeck, assistant agency 
director of A&H sales; George A. 
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Stewart, assistant agency director of 
life sales; and Jerome J. Trepel, man- 
ager of eastern operations. 


EMPLOYERS LIFE, an affiliate of 
Employers group, has appointed David 
E. Geldart agency department super- 
visor. He joined Employers group in 
1948. 


MUTUAL SERVICE LIFE has ap- 
pointed Dr. Henry W. Blackburn medi- 
cal director, succeeding the late Dr. 
Frank R. Hirshfield. Dr. Blackburn 
joined the company as associate medi- 
cal director in 1956. 


PRESIDENTIAL LIFE of Indiana- 
polis has named John C. Jones as 
assistant agency director; Everett M. 
Varner, general agent in charge of the 
Speedway office, and Robert O. Star- 
rett, comptroller. 


OLD AMERICAN LIFE of Seattle 
has appointed Arthur Holbrook vice- 
president and a director. 


SPARTAN NATIONAL LIFE of Dal- 
las has appointed Ward P. Pohly 
agency director. 


ly 


LAFAYETTE LIFE has appointed 
Sidney J. Lanier Jr., general agent at 
Lafayette, Ind. for the past three years, 
superintendent of agencies. Howard D. 
Wright, formerly assistant superinten- 
dent of agencies, will assume manage- 
ment of the Lafayette agency. 


H.B.A. LIFE of Phoenix has ap- 
pointed Chapman P. Brown, formerly 
a regional manager with Richmond 
Life, sales supervisor. 


OLD SECURITY LIFE of Kansas 
City has appointed Richard L. Dexter 
to the newly created post of director 
of advertising and public relations. 


OLD AMERICAN of Kansas City 
has named Thomas R. McGee invest- 
ment director. 


PILGRIM NATIONAL LIFE has 
named Herbert S. Wolf vice-president. 
He has been treasurer and a director. 





Confederate General Life of Green- 
ville, Miss., and State Life, Health & 
Accident of Gulfport have merged to 
form Consolidated Life Insurance Co. 
of the South. 
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MU 2-4300; Boston, 73 Tremont Street, 
LA 3-4497; Chicago, 77 West Washington 
Street, RA 6-0624; Washington, D.C., 
Investment Building, RE 7-2642. 








AMERICA’S INFORMAL BUSINESS CAPITAL 
. . . this is the reputation earned by The Greenbrier 
through its many generations of serving the every need 
of the nation’s executives, business-wise as well as vaca- 
tion-wise. At The Greenbrier you'll find all you could 
wish for and more in modern group accommodations 
for as many as 1,000. For example, the newly con- 
structed, air-conditioned West Wing features an audi- 
torium with a 42 foot stage, the latest sound and pro- 
jection equipment, splendid banquet arrangements and 
a theatre with CinemaScope screen. In addition, The 
Greenbrier provides unsurpassed sport facilities, extraor- 
dinary service, wonderful dining and luxurious comfort. 


YOURS FREE The Greenbrier Convention Story 


Send today for your copy of this beautifully illustrated, 32-page brochure which 
gives you complete information on all the facilities of The Greenbrier. Write 
direct to Charles L. Norvell, Director of Sales. Information is also available at 
The Greenbrier’s reservation offices at: New York, 17 East 45th Street, 


WHITE SULPHUR SPRINGS - 


THE 
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SPECIAL WINTER RATES 


Effective December 1, 1958 to 
February 28, 1959. 


$23 PER DAY, PER PERSON, 
SINGLE 


$21 PER DAY, PER PERSON, 
DOUBLE 
Rates Include: a spacious, lux- 
urious room, and The Green- 
brier’s traditionally fine meals. 
PLUS: golf course green fees - 
(playable much of the winter) 
—swimming in magnificent in- 
door pool—membership in the 
Old White Club—and gratuities 
to service personnel. 


THE 





WEST VIRGINIA 





Savings Bank Life Reduces 
Ordinary Premium Rates, 
Adds Quantity Discount 


Savings Bank Life has _ reduced 
ordinary rates and has adopted a 
quantity discount policy. Policies with 
face amounts to $4,999 are basic poli- 
cies and have an average reduction 
of 4 123%. Policies from $5,000 to 
$9,999 are discounted at $1.50 per 
$1,000 of face amount and on policies 
of $10,000 and over the discount per 
$1.000 is $1.75. 

A 20-year decreasing term home 
protector plan to cover home mort- 
gages has been added. 

Age limits on several plans have 
been increased from age 65 to 70 and 
non-medical underwriting has been 
liberalized. 


A.A.L. Slates Sales Conferences 
Six sales conferences in 1959 have 
been scheduled by Aid Association for 
Lutherans: Chicago, Feb. 11-13; Phila- 
delphia, Feb. 25-27; Minneapolis, 
March 4-6; Salt Lake City, March 
18-20; Omaha, April 1-3, and Lansing, 


FteNATIONAL UNDERWRITER 


Insurance R&R Promotes 


Four To Vice-President 


Insurance R&R has advanced to 
vice-president four executives who 
will retain their present duties. They 
are Kenneth L. Anderson, managing 
editor; John S. Bleecker, sales training 
director; Paul S. Jaques, director of 
special duties; and James F. Love, edi- 
tor of Insurance R & R. 

Named assistant vice-president 
while retaining their present duties 
are James F. Norton, editor of Man- 
agement Plans Service, and Paul D. 
Hill, sales director of Management 
Plans. Robert M. Ryker has been ap- 
pointed director of field service. 
Ind. Agents Set Sales Congress 

Dates and locations have been set 
for the annual Caravan Sales Con- 
gress and annual meeting of Indiana 
Assn. of Life Underwriters. The sales 
congress, under direction of Martin J. 
Robert, Jefferson National, Hammond, 
will be held at Valparaiso, April 2; Ia- 
dianapolis, April 3, and Evansville, 
April 4. The annual meeting will be 
held at the Marott Hotel, Indianpolis, 





Mich., April 15-17. 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
Insurance—Pensions 
2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








DONALD F. CAMPBELL 
Consulting Actuary 


188 W. Randolph St. Chicago 1, III. 


Milliman & Robertson, Inc. 


Consulting Actuaries 
914 Second Ave. 400 Montgomery St. 
Seattle 4, Wash. Son Francisco 4, Calif. 
210 W. Seventh St. 
Los Angeles 14, Calif. 








CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 
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CONSULTING ACTUARIES 
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WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries —insurance Accountants 
Pension Consultants 


William-Oliver Bldg. 
sAckson 3-7771 


Atlanta 








Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 











E. P. HIGGINS & CO. 


ank M. Speakman Associates) 


Bourse Building 


Phila. 6, Penna. 
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Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N.Y. 








HARRY S. TRESSEL & ASSOCIATES 
Consulting Actuaries - 
Insurance—Pensions 

10 South LaSalle Street 
Chicago 3, Illinois 
FRanklin 2-4020 











St. Louis Life Agents 


Hear Lambert Huppeler 

Lambert M. Huppeler, vice-presi- 
dent New England Life, explained 
the many phases of a corporation’s 
qualified pension trust plan and profit 
sharing trust plans to insurance 
agents who attended a conference on 
benefit plans at Washington Univer- 
sity at St. Louis. The conference was 
sponsored jointly by St. Louis CLU 
chapter, the university college and 
school ot business and public admin- 
istration of Washington University. 

F. Russell Fette, president St. Louis 
CLU chapter and general agent, New 
England Life, presided at the open- 
ing session. Others on the program 
and their subjects included Arthur 
Mason, assistant dean school of busi- 
ness and public administration, ‘‘Wel- 
come to Washington University;” T. 
P. Spencer manager pension business 
department New England Life, 
“What Is A Pension Trust?;” John T. 
Callihan, agency pension consultant 
New England Life, “The Major 
Products Available to the Life Under- 
writer;” and moderator, question and 
answer period, Warren Pryor, New 
York Life, vice-president, St. Louis 
CLU chapter. 


Austin, Tex., Life Assn. 


Given Success Pointers 


D. G. Liggett, administrative assis- 
tant Southland Life, told Austin Life 
Underwriters Assn. at the January 
meeting how to make _ sure _ that 
“Success Is Mine in ’59.” Mr. Liggett, 
who is past president of East Texas 
Assn. of Life Underwriters, the Hous- 
ton association and past vice-president 
of the Texas association, outlined suc- 
cess-making habits, and as he dis- 
cussed each facet of success distributed 
billfold size cards bearing the success 
rule. 

Some of the success habits, he said, 
are: Improve memory for names; plan 
the night before; cultivate a “nose” for 
prospect situations; have a happy atti- 
tude; have the equivalent of a month’s 
salary in the bank so that there is 
freedom from worry while selling, and 
remember that the “golden hours”’— 
5 p.m. to 8 p.m.—are particularly 
valuable to the beginning life agent. 


V-Ps Appointed By Towers, 


Perrin, Forster & Crosby 
Preston C. Bassett, assistant actuary, 
and Richard L. Yake, manager of the 
branch office at New York, have been 
elected vice-presidents of Towers, 
Perrin, Forster & Crosby, Inc., employe 
benefit plan consultants and actuaries. 
Mr. Bassett had been an assistant 
actuary of Prudential and Mr. Yake 
had been with Connecticut General 
when they joined the firm in 1950. 


Sees Ind. Blue Cross Rate Hike 

Blue Cross rates in Indiana will 
rise at least 6% in 1959 over last year, 
the Indianapolis Times has reported. 
Inasmuch as during 1958, the Indiana 
commissioner ordered Mutual Hospital 
Insurance, Inc. (Blue Cross) to ex- 
perience-rate its group, the newspaper 
predicted that there will never again 
be across-the-board increases as in 
past years but that groups will be 
notified of the increase one by one. 
The paper also stated that executive 
director of Indiana Blue Cross says 
some groups with good experience 
records will escape increases this year 
but that the chances are against any 
individual group not having an 
increase. 
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IBM 705 Computer Being 
Used By Prudential To 


Figure Ordinary Reserves 


Prudential, which has used electrop. 
ic computers in clerical and machine 
operations, has given a new job to One 
of its IBM 705 computers—the tag, 
of figuring reserves on nearly $% 
billion of ordinary coverage. 

A transfer of valuation information 
from 12,200,000 punch cards to mag. 
netic tape has already begun. Once the 
material is on tape, it will be complete. 
ly reorganized and consolidated by the 
computer. The transfer was largely 
undertaken because the increasing 
volume and complexity of Prudential, 
ordinary business was taxing the 
valuation system now being used, 


Life Insurance | In Force 
Gains Around The World 


Life insurance ownership has been 
rising sharply throughout the world in 
recent years and the total in force jp 
over half of 32 reporting countries has 
increased even more rapidly than jp 
the U. S. in the past five years, accord. 
ing to Institute of Life Insurance 

Analyzing the figures of 32 countrig 
in Europe, Asia and the Americas, the 
institute finds that one-third reporte 
an increase in life insurance in fore 
of more than 100% in the five years 
These large gains were in France 
West Germany, Japan, Austria, Israe] 
and several Latin American countries 
The U. S. rise was 66%. 

In the United Kingdom during 1953 
sales were up 14%, in Australia 8% 
and in Canada 4%. 


Harrisburg Blue Cross May 
End 1958 ‘In The Red’ 


Hospitalization expense for Harris. 
burg Blue Cross members amounted 
to $14,767,219 during the first 1 
months of 1958, according to a finan- 
cial report from Capital: Hospital Serv- 
ice. This total, the report said, repre 
sents 97.6% of the plan’s total income, 
leaving a deficit for the period of mor 
than $500,000. 

Clement W. Hunt, executive direr- 
tor of the plan, said there is every 
indication that 1959 will break all 
existing records, and that the plan will 
end the year “in the red,” despite the 
fact that administrative expenses are 
at a record low of 5.8% of income. 


St. Louis Panel Discusses 


Pension Disclosure Act 


A panel discussion of the welfare 
and pension plans disclosure act was 
held by Associated Industries of Mis- 
souri at St. Louis. 

Participating in the discussion were 
John L. Hawn, Monsanto Chemical Co. 
Hugh D. Logan, St: Louis Union Trust 
Co.; G. N. Henson and C. D. Dunkin, 
Metropolitan Life, and J. F. Brady, St 
Louis Group Hospital Service Ine 
(Blue Cross-Blue Shield). 


Mutual Of New York Department 
Receives Revised Letter Guide 

A supply of newly revised corre 
spondence manuals for use by Mutual 
of New York’s policyholders accounts 
division has been delivered to the 
home office from R. H. Morris As: 
sociates of Westport, Conn., Mutual's 
correspondence’ consultant. Corre 
spondence manuals, containing spe 
cially prepared guide letters for typical 
situations, are prepared for all depatt- 
ments and are revised and brought UP 
to date periodically. 
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1958 Production 
Records Are Given 


(CONTINUED FROM PAGE 1) 
pership increased 17,268 to a high of 
697,354 and total membership reached 
a record 1,091,206. Daca , 

A gain of $93 million in sales during 
1958 brought insurance in force to 
$822,639,136, another record. 


MICHIGAN LIFE 


Michigan Life passed $340,000,000 
insurance in force at year-end. Pro- 
duction recorded in 1958 was more 
than $46,000,000. 


MIDLAND MUTUAL 


Midland Mutual enjoyed new busi- 
ness highs for 1958. Paid-for life vol- 
ume was $48,492,000, a gain of more 
than 10% over 1957. New A&S pro- 
duction increased 72%. Life insurance 
in force at the end of 1958 was $373,- 
770,000, and assets were $104,766,000. 


MUTUAL TRUST LIFE 


Mutual Trust Life enjoyed a record- 
preaking year, with $64,007,730 in new 
business. Insurance in force reached 
$671,343,910. 


OHIO STATE LIFE 


Ohio State Life recorded paid-for 
sales of $82,627,000 in 1958. Ordinary 
was 21% higher than in 1957, and 
group totalled 3 times the amount 
paid-for in 1957. Insurance in force 
rose to $435,817,500, which was $50,- 
861,600 or 12% more than the preced- 
ing year. 


PAUL REVERE LIFE 


Annualized premiums on combined 
individual A&S and life sales of Mas- 
sachusetts Protective and Paul Revere 
Life for 1958 exceeded $8 million, an 
all-time high. 

Annualized premiums on individual 
A&S sales in 1958 were a _ record 
$5,960,000. Annualized premiums on 
new life sales for the year were over 
$2 million. Life sales volume for the 
year exceeded $95 million, highest in 
Paul Revere’s history and a 14% gain 
over 1958. 

Group sales for Paul Revere ap- 
proximated those of 1957. 


PROVIDENT MUTUAL 


Provident Mutual’s individual life 
sales in 1958 were $233 million, a gain 
of 26% over 1957 sales and the first 
time in which paid-for business ex- 
ceeded $200 million in one _ year. 
Premiums for new individual A&S 
policies were $403,000, an increase of 
42% over 1957. 

Over 68,000 employes of 234 organ- 
izations were included under group 
coverages at the end of the year. 

In 1958, 40 agents wrote paid-for 
business of $1 million or more, an- 
other record. 


PRUDENTIAL 


Jesse D. Jones, Jacksonville, Fla., 
led Prudential agents in 1958 with 
total production of $3,019,688. This was 
the first year that any member of the 
field force produced $3 million or more. 
Mr. Jones’ production included group 
a of $1,846,905, another re- 


Other leaders were Henry D. Clarke 
Jr, Santa Ana, Cal., $2,028,505, and 
saree W. Morris, Fort Worth, $2,016,- 
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Conventions 


Feb. 16-18, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York. 
Feb. 20-21, New York State Assn. of Life Un- 
derwriters, general agents and managers 
meeting, Gideon Putnam Hotel, Saratoga. 


March 5-6, Institute of Home Office Under- 
writers, midyear executive committee meet- 
ing, St. Francis Hotel, San Francisco. 

March 15-20, National Assn. of Life Underwrit- 
ers, mid-year, Leamington Hotel, Minnea- 
Polis. : 

March 16-18, LIAMA, agency management con- 
ference, Edgewater Beach Hotel, Chicago. 

March 18-20, National Insurance Assn., mid- 
year, home office Universal Life, Memphis. 

March 19-20, Society of Actuaries, eastern 
meeting, Commodore Hotel. New York. 

April 1-4, Zone 2 of NAIC, The Greenbrier, 
White Sulphur Springs, W. Va. 

April 2-3, Society of Actuaries, regional, Sher- 
aton Fontanelle Hotel, Omaha. 

April 13-15, LOMA automation forum, Drake 
Hotel, Chicago. 

April 20-22. LIAMA. A&S meeting, Edgewater 
Beach Hotel, Chicago. 

April 29-May 1, Zone 5 of NAIC, Arlington 
Hotel, Hot Springs, Ark. 

May 3-5, Zone 3 of NAIC, Sheraton-Seelbach 
Hotel, Louisville. 

May 4-6, Health Insurance Assn., annual, 
Bellevue-Stratford Hotel, Philadelphia. 

May 6-8, LIAMA, combination companies con- 
ference, Roosevelt Hotel, New York. 

May 10-13, LIAMA, agency officers round ta- 
ble, The Homestead, Hot Springs, Va. 

May 15, Illinois Assn. of Life Underwriters, 
annual, Hotel Leland, Springfield. 

May 18-20, Insurance Accounting and Statis- 
tical Assn., annual, Ambassador Hotel, At- 
lantic City. 

May 25-26, Assn. of Life Insurance Counsel 
annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

June 3, Fraternal Actuarial Assn., spring 
meeting, Atlanta Biltmore, Atlanta. 

June 4-5, Society of Actuaries, regional, Atlan- 
ta Biltmore Hotel, Atlanta. 

June 8-12, NAIC, annual, Statler Hotel, Boston. 

June 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 
San Francisco. 

June 11-13, ALC medical section, The Home- 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under- 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 

June 15-26. ALC life officers investment sem- 
inar, Beloit College, Beloit, Wis. 

June 18-20, Life Insurers Conference, annual, 
ve Greenbrier, White Sulphur Springs, 

. Va. 


June 21-25, Million Collar Round Table, annual, 


Americana Hotel, Miami Beach. 


June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 


June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs Ho- 
tel, Banff, Alberta, Canada. 


July 23-25, National Assn. of Life Cornpanies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 20-23, National Fraternal Congress of 

erica, annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 


STATE MUTUAL LIFE 


Isaac Loskove, Memphis, led State 
Mutual agents with total paid life pro- 
duction of $2,332,- 
399 in 1958. Other 
leaders in indivi- 
dual competition 
were Frankland F. 
Stafford, New 
York; C. Robert 
Schar, Pittsburgh; 
Roy E. Stringer, 
Detroit, and H. 
Benjamin Nor- 
mand, Worcester, 
Mass. 

The Leck agen- 
cy at Chicago led 
other agencies in total paid life pro- 
duction during 1958. Other agency 
leaders were Hammer, Tampa; Cerf, 
New York; Moore, Pittsburgh, and 
Gros, Memphis. 

The Rosen general agency of Denver 
led in A&S paid premiums. 








Isaac Loskove 
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A WELL-BALANCED COMPANY 


NEW IN 1959 


... Executive Special—30 Payment Life 
$20,000 minimum. Especially designed 
for Personal Estate and Business Insur- 
ance Plans. Term Riders may be added. 
Disability Benefits, both Waiver and 


Income. 


..-Lower Rates for Women 


3-year set-back in age on four major 
Fidelity minimum amount policies. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 

















PROFESSIONAL ADVICE FROM 


John A. Salter 
AGENCY DIRECTOR 
Star Life Insurance Co. 


Baton Rouge, Louisiana 


Quick Action 


is easy when you belong to the 
Foundation Group. Membership en- 
abled us to organize and begin sell- 
ing insurance months sooner than 
would have been possible otherwise. 


Why Don’t You Investigate membership in 


The Foundation Group 


FOUNDATION saves its members millions of dollars yearly. 
One efficiently run, well-organized office handles all detail 
work. Your time and effort can be devoted to building sales. 
Let THE FOUNDATION GROUP: process applications, 
issue policies, mail premium notices, audit and pay bills, 
handle premium and general accounting. 


Qualify now for membership! Write to: 


THE FOUNDATION GROUP 


Box 321, Northside Station Atlanta 5, Georgia 





FieNATIONAL UNDERWRITER 
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F WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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St., New York 38, N.Y. 


EXECUTIVE WANTED 


Leading European Reinsurance Company with United 
States Branch engaged in non-life reinsurance lines is ex- 
panding into LIFE reinsurance in the United States. Re- 
quires man with broad LIFE experience to organize and 
be chief executive of LIFE reinsurance company. Life 
Reinsurance background preferable. Actuarial back- 
ground desirable, but not mandatory. Salary open. Send 
complete résumé of business and personal history. All 
replies will be held confidential. Write Box NY-3, c/o The 
National Underwriter Co., Advertising Dept., 17 John 








WANTED 
DIRECTOR OF TRAINING 


Young life insurance company with 
full, competitive policy portfolio and 
over $180 million insurance in force, 
needs man age 28 to 44 to build a 
formal training program for its 
agents, general agents and managers. 
Must have successful background in 
training and at least five years expe- 
rience in the field. 


The salary is open and for the right 
man there is real opportunity for ad- 
vancement in a company managed by 
young, progressive life insurance men 
and backed by a multi-million dollar 
corporation. As a department head in 
Los Angeles home office, you'll enjoy 
attractive employee benefits and a 
very liberal corporate profit sharing 
plan. 

Write Box E-40, c/o The National 
Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 





ACTUARY 


Nationally prominent Des Moines, lowa A & H 
company has entered Life insurance field and 
has need for Actuary in its fast growing Life 
Department. Company at present time is using 
services of consulting actuary and has no Home 
Office actuary. 


In replying please advise age, marital status, 
whether associate or fellow, or how many exams 
passed, experience, and when available for 
personal interview. 


Salary open according to qualifications. Com- 
pany has exceptional employee benefits and re- 
tirement program. Reply to Box E-48, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














Accident & Sickness 
UNDERWRITER 


ALLSTATE is shortly entering the 
individual Accident & Sickness 
field in New York State. We need 
a man with 5-7 years home office 
experience who can take complete 


charge of this program. 

Position in Rochester, New York 
regional office handling all up- 
state New York. 


Submit resume and salary requirements to: 
Personnel Manager, 


ALLSTATE INSURANCE COMPANY 
14 Franklin Street, Rochester 4, New York 





LIFE INSURANCE 
INVESTMENT OFFICER 


Exceptional opening for g f-level man, 
age 38-50. Must have substantial experience in 
Life company or Trust portfolio management, 
especially relating to stocks, bond, and direct 
placement work, Excellent chance for advance- 
ment with fast-growing midwestern life insurance 
company. Enjoy modern offices; liberal pension, 
welfare, and salary policies. 

Send full details and résumé for confidential 
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Robert Marsh Named John Sedgwick, State 
To Staff Of Life Mutual Financial 


Adviser, Is Retiring 


John P. Sedgwick has retired as §. 
nancial adviser and financial ice, 
president of Stat. 
Mutual Life, py 
will continue ag, 
director. Mr. . 
wick joined Stat 
Mutual in 1947 a 
investment con. 
sultant in the §. 
nanzial division 
He was elected fj. 
nancial vice-preg. 
dent and a direct, 
in 1951 and in 1953 
became chairmap 
of the finance com. 


Association News 


Rebert E. Marsh, former editor of 
the Clarion, Acacia Mutual’s house or- 
gan for salesmen, has been appointed 
associate editor of Life Association 
News, the monthly magazine of Na- 
fional Assn. of Life Underwriters. 

Mr. Marsh succeeds Stanley L. Stone 
who was recently appointed managing 
director of Florida Life Underwriters 
Assn. Before becoming editor of the 
Clarion, Mr. Marsh was with Army 
Times Publishing Co. 





Set One-Day Conference 
On Estate Planning 


A realistic view of estate planning 
will be studied on Feb. 27 at Omaha 
University, Omaha. Sponsoring the 
event are Omaha CLU chapters, 
Omaha Bar Assn., Barristers Club, department of Old Colony Trust, Bos. 
Nebraska Certified Public Accountants, ton, and assistant dean and instructo 
Omaha banks, and Omaha University in finance of Harvard graduate schog 
college of adult education. Last year, Of business administration. 
over 325 from Iowa and Nebraska 
attended the first such annual confer- 
ence. 

Chairman of this years’ conference 
is Russell W. Gentzler, Security Mu- 
tual Life. Assisting him will be Don- 
ald G. Emery, dean of the Univer- 
sity college of adult education. 

Main speakers will be William E. 
Murray, attorney for Jackson, Nash, 
Brophy, Barringer & Brooks, New 
York, who will speak on estate plan- 
ming, insurance, and insurance trusts, 
and Stuart E. White, Arthur Andersen 
& Co. St. Louis, who will speak on 
short term trusts and estate valuation. 


John Pfeil Dies In Fla. 


John M. Pfeil, 67, who as an 
agent of Equitable Society at Pitts- 
burgh sold more than $1,729,000,000 of 
group coverage during his 35 years 
with the company, died at Fort Lau- 
derdale, Fla., after a sudden illness. 
Mr. Pfeil was the first Equitable agent 
to pass the $1 billion total in group 
sales, a feat he accomplished in 1954. 
His ordinary life production earned 
him membership in the Equitable Mil- 
lion Club 26 times. He was an active 
member of the Boy Scouts of America 
and was a former member of its ex- 
ecutive committee. 


John P. Sedgwick 


mittee. 

Before joining State Mutual he wa; 
vice-president and director of Loomis 
Sayles & Co., manager of the statisticg 


Regional Conferences For 
Officers Of CLU Chapters 


Presidents and one or two other of. 
ficers of more than 50 CLU chapter 
have been invited to attend one of 
four regional spring conferences jp 
western cities to be conducted by 
American Society of CLU and Amer. 
ican College. Paul S. Mills, managin; 
director of the society, is genera 
chairman of the conferences. 

Round table discussions at the con- 
ferences will include such subjects a 
chapter meetings, management ani 
finance, CLU class promotion ani 
building public recognition on the 
community levle. 

Conferences are scheduled for San 
Francisco, March 2-3; Dallas, March 
9-10; Chicago, April 2-3, and Kansas 
City, April 6-7. 


Modified Tax Bill Would 
Yield $525-$600 Million 


(CONTINUED FROM PAGE 1) 
crimination that has driven much pen- 
sion business trusteed plans. However, 
the bill-drafters aim appears to be to 
get just as much total revenue from 





reply to W. Mead Stillman, President, Wi: 
National Life Insurance Co., P.O. 140, Oshkosh, 
Wisconsin. 


the life insurance business as if the 











LIFE UNDERWRITER 


Experienced life underwriter needed to help new 
life company get into Individual life field. 
Heavy background in individual life underwrit- 
ing desired but with some experience in group 
life. Company is affiliate of well known casualty 
company. Excellent ground floor opportunity for 
advancement. Write, giving personal data and 
experience, to Box E-42, c/o The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Iinois. 


A & S UNDERWRITER 


Allstate has openings for experienced Ac- 
cident and Sickness Underwriters in south- 
east: Atlanta, Jackson, Charlotte, 
Roanoke, and St. Petersburg. Excellent op- 
portunity for man with 3-5 years experience 
underwriting individual A & S insurance. 
Must have had wide latitude and responsi- 
bility for risk selection in Home Office or 
Branch Office. (This is not a sales position.) 
Prefer college graduate, age 28-38, mar- 
ried. Salary open, excellent potential for 














ACTUARY POSITION OPEN 
Newly organized life insurance company has an 
exceptional opportunity for a qualified life 
Actuary. Associate or Fellow of Actuarial So- 
ciety preferred. Actuarial experience in Ordi- 
nary life necessary. Top position in Actuarial 
function. Parent organizations nationally known 
fire and casualty companies. Good salary, lib- 

eral ernployee benefits, opportunity for growth. 
} Reply Box E-39, c/o The National Underwriter, 
Chicago 4, Ill. 


ekson &!s 


F.S.A. WANTED 


by Midwestern firm active in both Employee Bene- 
fit and Insurance Consulting Field. Experience in 
Actuarial and Management work for small Insur- 
ance Company desirdble. Knowledge of IBM 650 
helpful. Opportunity for taking major responsi- 
bility. Profit sharing and liberal welfare plan. 
Reply Box E-24, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


adv t+. Submit résumé in confidence 
including age, experience, education, and 
salary expected. Write E. R. Bailey, Per- 
sonnel Manager. ‘ 
Allstate Insurance Company 
805 Peachtree St. N. E. 
Atlanta 8, Georgia 








REGIONAL DIRECTOR 
OF AGENCIES 


will do a good job of both supervising and 
building. Few men have my qualifications. Pre- 
fer field residence in Midwest area. Write Box 
E-47, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











PRESIDENT 

Fire-Casualty Company 
Top man now employed seeking bigger oppor- 
tunity. Give your Life Salesmen Fire and Auto 
facilities. Let me organize, manage and build 
your Fire-Casualty company. Experienced. 
C.P.C.U. Reply Box E-44, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 











exemption for pension plans were not 
operative, giving rise to complaints 
that the exemption of pension busi- 
ness is at the expense of the genral 
run of policyholders. 


To tax the business of specialty com- | 


panies having small reserves in rela- 
tion to premium income, the bill would 





feseins 


tax at the corporate rate cash divi- © 
dends to stockholders or amounts cred- ‘ 


ited to surplus for stockholders. How- 
ever, it seemed likely that this pro- 
vision would not be applied to 1958 
income but held in abeyance a yeal. 


A&S Index Bureau 


Organized At Austin 


Accident & Health Index Bureau has 
been set up in Austin, Tex., by John V. 


Borden to accumulate records and | 


information on hospital and A&S in- 
surance from participating companies 
for cross-checking and back-checking 
applications and claims. There are 30 
charter subscribers to the service, 
which will operate as do similar index 
systems for casualty and life insul- 
ance. 
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cern of supervisory authorities over 
these abuses, Mr. Cameron said, 
«Basically, the cure for the problem is 
a return to real faith in life insur- 
ance as more than simply a financial 
mechanism, by everyone in life insur- 
ance, in all levels of management and 
in production.” 

The balance of the Tuesday morn- 
ing session was given to a discussion 
of Guardian’s expanded individual 
major medical program. Featured 
speakers were Vice-president and Ac- 
tuary Irving Rosenthal, A&H Secre- 
tary Gerald S. Parker, and Assistant 
Agency Director Robert W. McCabe. 

Tuesday afternoon was devoted to 
the group program. William W. Mauke 
of the New York regional group office 
reviewed the functions and the ex- 
perience of that office during Guard- 
jan’s first two years in the group field, 
and commented on the tremendous in- 
terest created by the introduction last 
fall of group major medical. Assist- 
ant Counsel William J. Burrell out- 
lined the requirements for writing 
group creditors life insurance, and the 
advantages this line provides for 
creditors, debtors and agents. A. Peter 
Altavilla, group underwriter, explained 
the underwriting rules for group ma- 
jor medical and pointed out the com- 
petitive advantages in such policy fea- 
tures as lifetime coverage, conver- 
sion privilege for retiring and term- 
inating employes, three-year benefit 
period and no general co-insurance. 

Two managers from outside the area 
served by the New York regional of- 
fice, William L. McLain, Pittsburgh, 
and Ben E. Glasgow, Memphis, re- 
viewed the help provided by mail from 
the home office in selling small group 
cases, and emphasized the many ex- 
cellent prospects for group among 
small firms in every comraunity. 

Brian S. Brown, director of field 
training, explained how. the services 
provided by the pension division at 
the home office relieve the agent of 
all technical details, leaving him free 
to concentrate on prospecting and 
closing, and Albert Jacob, assistant ac- 
tuary, reviewed the competitive fea- 
tures of the company’s new pension 
trust series. Final speaker was Bern- 
ard P. Samons, agency manager in 
New York City, who pointed up the 
value of pension planning as an ap- 
proach to the brokerage market, and 

reviewed some of the collateral sales 
that can result regardless of the out- 
come of the pension case. 


Guaranteed Issue Option 


Mr. Rosenthal, who closed the ses- 
sion, announced that Guardian would 
soon introduce a guaranteed issue op- 
tion providing the right to buy ad- 
ditional insurance at specified ages at 
standard rates without evidence of in- 
surability. 

Final speaker Wednesday was Vice- 
president Daniel J. Lyons, who re- 
viewed the company’s progress over 
the past 20 years. He said that produc- 
tion in 1958 was 500% over 1939, and 
pointed out that men appointed since 
1946 under the company’s career plan 
—the field representative’s contract 
—now produce almost 30% of the 
company’s business. 

Turning to the present, Mr. Lyons 
stressed the favorable competitive po- 
Sition Guardian enjoys today in all 
lines, and he predicted “an accelerated 
rate of growth in the years just ahead.” 

On Thursday morning Vice-presi- 
dent and General Counsel Daniel J. 
Reidy, discussed some of the impli- 


Warns Minimum Deposit Broke Many In 30s 


(CONTINUED FROM PAGE 1) 


cations of the Forand bill. He also 
outlined tentative proposals of the 
company’s centennial committee, of 
which he is chairman, for celebrating 
Guardian’s 100th year, which begins 
in July. 

Vice-president George T. Conklin 
Jr. analyzed the company’s mortgage 
and bond portfolio, and showed how 
the company’s post-war investment 
policy had raised its interest earnings 
from a low of 2.93% in 1948 to better 
than 4.00% at the end of 1958. Mr. 
Conklin then commented on inflation, 
recommending the following steps as 
the only effective way to maintain a 
stable dollar: (1) a balanced federal 
budget; (2) sound administration of 
bank credit; (3) wage increases must 
be tied to increases in productivity, 
and not outrun productivity as they 
have in recent years. 

“Finally,” he said, “we must con- 
tinue to encourage thrift, for new 
capital formation through the savings 
of the people is the only real source 
of an increased standard of living.” 


See Inflation Bug 
In Housing Bills 


(CONTINUED FROM PAGE 1) 
holders’ money represented by life 
insurance contracts, the joint state- 
ment said: 

“Housing activity is now very close 
to the highest level ever reached in 
this country. Facing as we do the 
threat of continued inflation and the 
possibility of federal deficits which 
feed this inflation, we would urge that 
this committee view with caution pro- 
posed legislation which threatens a 
large federal deficit, places an upward 
pressure on the price level, and forces 
housing activity to unsustainable 
heights. 

“This country learned in the early 
postwar years that pegging prices of 
government securities at artifically 
low interest rates could be accom- 
plished only by making the Federal 
System an engine of inflation. Simi- 
larly, the pegging of interest rates on 
VA and FHA mortgages through 
FNMA support of the market has 
likewise been a source of inflation 
in the residential housing field. 

“Since 1947 the Bureau of Labor 
Statistics index of wholesale commod- 
ity prices has risen about 24%, where- 
as the Boeck index of residential con- 
struction costs has gone up 42%. In 
all its operations FNMA should func- 
tion in a manner which will not de- 
prive private lending institutions of a 
fair opportunity to meet the residential 
mortgage needs of the country. Special 
assistance mortgages should be pur- 
chased at the going open market rate. 
We believe that the par purchase un- 
der special assistance functions of 
FNMA is an unsound step which 
should be rejected.” 

The ALC-LIA statement, terming 
the proposed $300 million increase in 
the lending authority of the VA direct 
home loan program unwise, continued: 

“Once more ,there is the problem 
that the authorization of such funds 
would require additional Treasury 
borrowing and an increase in the fed- 
eral deficit. Moreover, the direct VA 
loan program would serve to support 
artificially the current 43.4% rate 
which is below the competitive rates 
on other investments. If the VA in- 
terest rate were raised in line with 
the FHA rate, the voluntary home 
mortage credit program has demon- 
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"59 Chicago Phone 
Directory Off Press 


The 1959 edition of the Chicago 
Insurance Telephone Directory, 
largest and most comprehensive 
ever published, is available from 
The National Underwriter Co., 
A-1645 Insurance Exchange Build- 
ing, Chicago. The price is $2, plus 
25 cents postage. 

Phone numbers of companies, 
agencies and firms allied with the 
business, as well as those of their 
executives, appear in two separate 
sections. Offices in the Insurance 
Exchange Building are separated 
from those outside the building. 
There also is an enlarged classified 
section in which are listed firms 
specializing in insurance company 
accounts. 

The new directory has been com- 
pletely revised to reflect changes in 
Personnel, phone numbers and 
office space. 











strated. it can do a successful job of 
making VA and FHA credit freely 
available in remote areas and small 
towns. ... In this way the apparent 
need for direct government lending 
would be eliminated.” 


Variable Annuity Bills 
Are Quickly Passed By 
New Jersey Assembly 


TRENTON—In sharp contrast to 
previous years when debate was quite 
lengthy, the New Jersey assembly 
passed witHin 10 minutes a series of 
three bills authorizing and regulating 
the issuance of variable annuity con- 
traets. The bills now go to the sen- 
ate where they probably will be re- 
ferred to the business affairs com- 
mittee. 

For the past four years similar bills 
have been introduced and passed in 
the assembly, and have died in sen- 
ate committees. 


Reelect Six Members Of 


Nw National's Board 


Six members of the 17-man board 
of Northwestern National Life were 
reelected for three years at the an- 
nual meeting. They are Harry E. At- 
wood, executive vice-president; Rob- 
ert Faegre, president of Minnesota & 
Ontario Paper Co.; John W. Galbreath, 
president of John W. Galbreath & Co., 
Columbus, O.; Paul D. Grady, Kenly, 
N. C.; Richard L. Kozelka, University 
of Minnesota; and Murray D. Lincoln, 
president Nationwide Corp. 
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Shanks Has Praise, 
Reservations For 
Housing Proposals 


(CONTINUED FROM PAGE 4) 
‘starts’ on record with the exception 
of one month in 1954. Private financing 
already available insures that home- 
building will conitnue at a very high 
level this year. With this prospect 
ahead of us, it does not seem sensible 
for the government to undertake 
measures which will give an additional 
strong stimulus to housing at this 
time... .” 

Asking the subcommittee to permit 
interest rates on government-under- 
written mortgages to reflect the basic 
forces of demand and supply in the - 
capital markets, Mr. Shanks continued: 

“The evidence is clear that fixed 
interest rates on government-under- 
written mortgages—as against free 
market rates on bonds, commercial 
bank term loans, and conventional 
mortgages—have led to pronounced 
changes in the availability of private 
financing of VA-FHA mortgages. Free- 
dom of the FHA and VA rates to move 
in response to over-all capital market 
forces would regularize the availability 
of private financing for these mort- 
gages and would thereby encourage 
sustainable growth in the volume of 
residential construction. 

“Finally, by permitting the interest 
rate on  government-underwritten 
mortgages to reflect capital market 
forces it would be possible to remove 
the abuses and disadvantages of deep 
discounts which often arise on such 
mortgages at fixed interest rates. Most 
mortgage lending institutions are op- 
posed to deep discounts and they are 
compelled to stop making FHA and 
VA loans at times in order to avoid 
being involved in purchasing at the 
deep discounts necessary to bring the 
investment yield in line with the 
return on other investments.” 


John Hancock Group 
Life In Force Tops 
$7 Billion Mark 


John Hancock’s group life in force 
passed the $7 billion mark early this 
year. 

The group department wrote it first 
policy in 1924, and since 1949, when 
group in force was $2 billion, has av- 
eraged an increase of more than $500 
million of agroup in force each year. 

At a four-day conference of group 
production leaders at Clearwater, Fla., 
Richard B. Fowler of the Los Angeles 
group office was named 1958 group 
production leader. 
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qualified General Agents in selected areas. 


“Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 







© Loyal Protective Lire INSURANCE COMPANY 






BOSTON 15, MASSACHUSETTS 
























A SPLIT-DOLLAR PLAN 

WHICH GIVES EMPLOYEES 

A LEVEL DEATH BENEFIT 
ee: 





With our new Split-Dollar Plan it is possible 
to give life insurance protection to employees 
during their normal years of active employ- 
ment whereby: 
(1) the employer gets back the premiums 
he has paid 
(2) the employee at the same time main- 
tains a level death benefit 
(3) the part of the premium paid* by the 
employee is small after the first year 
and, at the younger issue ages, disap- 
pears in a few years. Even at the older 


*Based on current dividends and term insurance rates; 
neither guarantees nor estimates for the future. 


issue ages the employee’s share of the 
premium is only a small part of the 
total premium. 
This Split-Dollar arrangement is made possi- 
ble by CML’s new dividend endorsement pro- 
viding for the purchase of One-Year Term 
Insurance from dividend accumulations. This 
very valuable feature is made available on 


new Ordinary Life Policies, $10,000 or more. . 


Connecticut Mutual’s General Agencies from 
coast to coast will welcome inquiries from 
interested brokers. 


Connecticut Mutual [Life 


INSURANCE COMPANY « HARTFORD 
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